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Palter DeLiso advertises 


in Town and Country 


This reproduction, one half size, is typical of the twenty-two full 
page advertisements in national magazines featuring footwear made 
of Colonial Patent Leather and placed by many of the country’s 
outstanding shoe manufacturers. These are evidence of the com- 
plete satisfaction and confidence with which the most particular 
shoe makers view the world’s largest selling patent leather. 
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lh of the Lewdle 


DAVID S. COHEN, head of M. 
Cohen & Sons, and president of the 
Shoe Manufacturers Board of Trade 
of New York, recently returned from 
a two and a half months trip that 
took him to Cuba, Brazil, Uruguay 
and Argentina in search of leather 
supplies. He says: 

“Widespread inflation is sweeping 
South America. Representatives of 
European countries are in South 
America to buy food and materials 


to feed and clothe their destitute 
people. Shortages in Europe and the 
absence of an effective system of 
distribution in South America have 
forced the latter’s prices out of all 
proportion with a normal standard. 
If an American buyer is able to 
find the goods he seeks, he can’t 
bring his purchase back to the 
United States for manufacture 
or resale without taking a loss. 
Kid and suede are especially high 
and the price of even non-quality 
materials is prohibitive. Some qual- 
ity footwear is being produced in 
Argentina but a steadily growing 
home demand leaves little likeli- 
hood of importing such footwear 


into this country.” 
te e * 


SAMUEL A. SCOPP, of Baker Vil- 
lage Shoe Store, Columbus, Georgia, 
says: 

“I happen to be one of those, 
shall we savy unfortunate ex-G.I.’s 
who decided to follow his old love. 
the shoe business, after my dis- 
charge from the army. Going into 
the shoe business is not the worst 
erime one can do but the shoe in- 
dustry has made us other G. I.’s 
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like me feel that we are a burden 
to society. 

“We realize that circumstances 
have made it very difficult to pro- 
duce the amount of shoes there is 
a demand for; but why not give the 
so-called war hero a little edge on 
those retailers who have been enjoy- 
ing better deliveries than we can 
ever hope to get for the next three 
years? 

“It is not my intention to look 
for sympathy or have anyone feel 
sorry for me. All I want, and the 
others like me, is an even break, 
so that when we try to buy the shoes 
that our customers ask for, we don’t 
get that familiar answer: ‘Sorry, we 
can’t open new accounts at this 
time.’ 

“The Boot anp SHoe RECORDER 





presents an excellent medium to 
bring this to the attention of manu- 
facturers and jobbers who may not 
have realized just what the ex- 
service man has to buck up against 
in his effort to get back to normal 
life again.” 
* o * 

A. L. VILEs, president of the 
Rubber Manufacturers Association, 
says: 

“Widespread curtailment of pro- 
duction confronts the rubber man- 
ufacturing industry as the result of 
critical textile shortages. Rubber 
manufacturers are today faced with 
shortages more critical than any 
that confronted them in four years 
of war production. It was a case of 
touch and go with meager rubber 
supplies on many occasions during 2 


the war, but at no time were man- 
ufacturers forced to halt production 
of essential items for want of their 
basic raw material. That is not only 
threatened on a broad scale by the 
current textile shortages but some 
of our departments are already 
down. Footwear, mechanical goods 
and coated materials manufacturers 
are in equally difficult straits. Some 
footwear manufacturers are entirely 
without certain essential fabrics for 
second quarter operations.” 
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DONALD W. JOHNSON, manager 
of the Nunn Bush store in St. Paul, 
Minnesota, says: 

“It’s quality they want! Only 
when sizes are low and a fit can. be 
obtained with a cheaper shoe will 
the lower grades be-even considered 
by today’s customer. The young 
man and the returned service man 
want their grain leather with moc- 
casin toe and moccasin stitching 
trim, if possible. They want heavy 
soles but it’s a toss up between 
leather and rubber heels. The war- 
caused shortages made people ap- 
preciate the long-wearing, comfort 
qualities of thé better type shoes 
and we anticipate that when shoes 
are again plentiful, there will be 
even a stronger trend to the finest 
and more expensjve footwear.” 


NEW ORLEANS business high 
schools are adding courses in sales- 
manship to their regular curricu 
lum—to prepare students for posi- 
tions expected from heavy sales to 
South America, through this port. 
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IT’S UP TO YOU 


a great deal to say in favor of 
better and more modern stores 
and Main Streets. 

—We've just read of a model built 

Norman Bel Geddes for the 
of Toledo, Ohio, at a cost 
250,000. 

—It is a sixty-one foot model and, 
to from the Toledo Blade 
which assumed the cost of this 
splendid idea: 

“Among many betterments 
planned are a central terminal in 
the heart of the city for air, rail 
and bus traffic; express highways, 
some of them underground, fo 
eliminate motor ¢ conges- 
tion; a business district? sur- 





FROM FATHER TO SON to grand- 
son, that is the story of the Bakke 
Shoe Store in Onawa, Iowa. Back 
in 1872, Ed. E. Bakke opened the 
establishment. When Ed’s son, 
Oscar, finished his college educa- 
tion, he joined his father in the shoe 
business and the name was changed 
to Ed. E. Bakke & Son Shoe Store. 
After the death of Ed. Bakke, Oscar 


took over and successfully operated 


the store, while at the same time, « 


taking part in civic and community 
affairs and putting his three sons 
through school and college. 

Now Clarence, Oscar’s youngest 
son, is back from three years’ ser- 
vice overseas. He has purchased a 
half interest in the store from his 
father and the trade name will be 
known as Bakke and Son. 

Three generations devoting them- 


selves conscientiously and diligently 
these past 74 years to serving the 
Onawa, Iowa, citizens with the right 
shoes for the right purpose, is the 
proud record of the Bakke’s. 


CHARLES E. KNOX, of Knox and 
Dispenza, Batavia, New York, says: 

“Shoe retailers should not over- 
look the possibilities of getting new 
business from other towns and vil- 
lages in their vicinity. In looking 


over our records we found that a 
good many of our customers lived 


in nearby towns, so we decided to 
give more attention to them. 

“In addition to advertising regu- 
larly in our Batavia newspaper, we 
also advertise occasionally in six or 
seven weekly newspapers that are 
published in nearby villages. But 
these advertisements do not always 
offer footwear for sale. Sometimes 
we use them to invite the people to 
make our store their headquarters 
when they are in Batavia; to check 
their packages with us; use our 
telephone and ‘make themselves at 
home’ in our store. Many readers 
avail themselves of the opportunity 
to do so. They appreciate these con- 
veniences and tell us so. It makes 
new friends for us and, of course, 
new customers for the store.” 


“Say—These are comfortable. Where'd the shoe industry ever get this style?” 
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Youth Will Be Served 


“Y OUTH will be served,” in footwear, as in all good things 
of life, and never was the truth of that time-honored adage 
more impressively apparent than in these modern days. 
Time was when the juvenile footwear business was looked 
upon by many merchants as a service which had to be 
conducted in the interest of the public but from which 
little in the way of profit was to be expected. The mer- 
chant’s reward in those days was the intangible element 
of good will which a good children’s department created 
among parents, plus the hope of future business from the 
youngsters themselves, when they should join the clientele 
of profitable customers for men’s or women’s shoes. But 
today all that is changed, and shoe stores actively bid 
against one another for the patronage of youth because 
they find the business wel] worth while for its own sake. 

The change has come to pass very largely as a result of 
the increased style consciousness that characterizes modern 
youth, and through the development of a wider variety of 
shoe styles to satisfy the desires of this new juvenile mar- 
ket. The breadth and extent of that market was empha- 
sized recently in a talk a young business research man, 
Eugene Gilbert, aged 19, gave before the Federated Adver- 
tising Clubs in Chicago when he declared that nearly one 
third of all the merchandise sold is used by customers who 
comprise the great youth market. Interviewed by Phil 
Hanna for his column, “Everybody’s Business,” Mr. Gilbert 
was quoted in the Chicago Daily News as follows: 

“I took the census figures and found that 30,000,000 
young people go to grammar, junior high or high school 
each year. I could not find anybody who had ever con- 
ducted surveys in this age group, 6 through 18. Then I 
found that 2,500,000 reach 18 every year and they are 
important consumer prospects for business men. 

“TI also found that a boy of 16 today, if he wants to work, 
is likely to have an earning power approaching that of his 
dad when his dad was married. That alone made me think 
that more attention ought to be paid to the socalled youth 
market. 

“T then found other figures which showed that the boys 
and girls in this 14-18 age group could spend about a 
billion dollars in one year if they wanted to. The figure 
gives an idea of what they could do if advertising were 
slanted their way. But you have to survey the ‘kid’ market 
to know what they want. The further we went in our sur- 
veys, the surer I was that there had been too much guess- 
work about youth buying power and youth preferences for 
brands, types of goods, etc. I went to two downtown stores 
and sold them my idea of checking the youth market from 
a new angle. The results were so surprising to them that 
they both ran display advertisements telling of the results 
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of our survey. ... The youth market will be a factor this 
year. Its peculiar needs will produce plenty of business 
if properly approached.” 

To the shoe man who is interested in the juvenile end 
of the business, these comments serve merely to emphasize 
a truth that has been apparent to him for some time, 
namely that the juvenile markets hold extraordinary possi- 
bilities for the future. The barefoot boy whom Mark 
Twain immortalized has long since become a picturesque 
figure in a bygone period, and the practice of handing down 
shoes from the older children to the younger is likewise 
tending to become obsolete. The realization of these facts 
is timely in this month when shoe manufacturers are bring- 
ing out their Fall lines of juvenile footwear, the first com- 
plete lines of school shoes that have been announced since 
the regulatory hand of war was lifted from juvenile shoe 
designing. And it is likewise timely in a month when shoe 
stores are planning their observance of National Foot 
Health Week, officially announced for May 18 through May 
25. For, as Dr. Joseph Lelyveld has declared so often, 
“Foot care begins with the child.” 


JUVENILE footwear has, from a fashion angle, seen its 
greatest recent development in shoes for girls and young 
women, but there is abundant opportunity for cuitivating 
the corresponding market in shoes for boys and young men. 
Today the broadest sector of the young men’s shoe trade 
is to be found among the former service men who are re- 
turning by the millions to civilian life. These young men 
have a yearning for shoes and clothing that have, not only 
the characteristics of freedom, comfort and good fitting 
their service experience has taught them to expect, but 
also the factor of smart style which they had to forego for 
the sake of comfort and maximum foot efficiency in their 
service shoes. National Shoe Retailers’ Association recently 
published the results of an illuminating survey of this vital 
subject of veterans’ preferences in shoes which should be 
required reading for everyone connected with the young 
men’s shoe business. 

There is, moreover, a fruitful boys’ shoe market, well 
worth the attention of every energetic and progressive mer- 
chant, in the age bracket analogous to that served in girls’ 

*shoes by the “Teen Age Section.” Manufacturers have 
created interesting styles to appeal to the boys of this 
age group, which includes mostly those of high and prep 
school age. And even among the younger children this 
same broader and deeper style consciousness exists and 
offers abundant opportunities for development by retailers 
who are keen, alert and abreast of the times in juvenile 
footwear merchandising. 








Classics Have a NEW Look 












These are the types you'll sell 
for school. Left to right: 
Brown and white saddle ox- 
ford with red rubber sole; 
Play Poise from Virginia. 
Moccasin oxford with rubber 
sole, spring heel; Little Yan- 
keg from Yankee Shoemakers. 
Ghillie loops on a moccasin 
oxford with leather sole and 
heel; Pied Piper. Another 
ghillie treatment, with deco- 
rative stitching on the vamp; 
Acrobat. Plain toe blucher 
with leather sole: Rough 
Rider from Cannon. 


Four shoes for the very 
young. Left to _ right: 
Crushed goatskin in a pastel 
shade of blue in this mocea. 
sin boot; Toddlins from J 
Edwards. Plain toe blucher 
boot in white elk; Trimfoot. 
Four - eyelet oxford with 
plain toe; Baby Mine from 
Eby. Cross-stran sandal with 
perforations; Mrs. Dav. 


by ANNE R. DAVID 


in Children’s Fall Shoe Picture 


Production Remains the Primary Problem, and Most Man- 
ufacturers Are Concentrating on Building Up Output 
Rather Than on Diversity of Style, but They've Added 
Details to Basic Types to Give Them a New Look. 


















































For play and leisure wear. Left to right: Classic 
loafer-type on leather sole: Junior Daytimer from 
Gale. Fringe gives a new look to a red loafer- 
type; Kampus Kix Junior from Sandler. Gypsy 
seam U-throat oxford with platform and plaid 
lacing; Margaret O’Brien from Brust. High-riding 
slipon with platform sole, open toe; Skippy. 
Ankle-strap pump with a leather covered plat- 
form; Joy Teen from loy Shoemakers. 


LIKE the proverbial bad penny, one aspect always 
turns up when, in recent years, we discuss the children’s 
shoe situation—that of achieving and maintaining 
adequate production to satisfy current and future de- 
mand. The picture for Fall 1946 is no exception; al- 
though the production outlook is slightly more favor- 
able than it appeared during the war years, it is still far 
from rosy so far as both manufacturer and retailer are 
concerned. There is still a large backlog of demand; 
people still have money in their pockets, and children 
must be shod. How to achieve sufficient production to 
fulfill dealers’ demands is one of the prime problems 
facing manufacturers of shoes for young people of all 
ages. 

Where, not long ago, the supply of labor, skilled and 
unskilled, was one of the most knotty problems, prece- 
dence has now been taken by the difficulty in obtaining 
sufficient materials to keep shoes moving through the 
factories from cutting room to shipping room. Such 
minor items as tacks and eyelets, findings which were 
taken for granted in the halcyon days before shortages 
became a household word, are now conspicuous by 
their absence and are slowing up production in fac- 
tories all over the country. The reason—the steel strike, 
which stopped the production of steel for a time, is 
now being reflected in shoe manufacturers’ findings sup- 
plies. To be sure, this is only a temporary shortage, 
and may be expected to ease shortly; other more im- 
portant shortages are yet to be alleviated. 


















Prime among these are the short supplies of upper 
and lining leathers. Elk sides are hard to find, and many 
children’s shoe manufacturers whose main raw mate- 
rial was elk find themselves having to substitute pigskin 
and crushed and embossed leathers—when they can 
find them. Linings are a particularly difficult problem; 
sheepskin linings as well as kid linings are almost non- 
existent; supplies of fabric for linings are scarcely more 
plentiful. Patent is extremely short, and white leathers 
are not in abundant supply. Manufacturers find them- 
selves forced to operate on a week-to-week basis, with 
only enough materials to keep their cutting rooms busy 
for a week at a time; there no longer is such a thing 
as a stockpile of leather. 

How are they meeting the situation in order to pro- 
vide a more or less constant stream of finished shoes to 
the retailer? Primarily by cutting down on the number 
of styles in their lines, by concentrating their produc- 
tion on staple types which are needed by all of their 
accounts, by maintaining strict quotas for their dealers, 
by eliminating any time-consuming details which might 
slow up production and by scouring the market week 


For the older girl. Clockwise, 
starting lower left: Gypsy 
seam stepin in brown with 
moderately low heel; Modern 
Age from  Curtis-Stephens- 
Embry. Five-eyelet blucher 
with mudguard effect achieved 
through stitching and perfo- 
rations; Kali-sten-iks fom Gil- 
bert. Blucher oxford with 
criss-cross stitching and per- 
forations; Altschul. Alligator 
calf used for a saddle on this 
oxford; Teen Type from Dr. 
Posner. Wall last blucher 
oxford with ereased vamp; 
Pollyanna from A. S. Kreider. 














after week in search of materials. Thus, we find that 
most manufacturers are offering a maximum of five or 
six styles—a shark tipped blucher, a plain toe blucher, 
a moccasin oxford, a saddle oxford, a loafer. Occa- 
sionally, there are one or two other models offered, but 
for the most part, the producers have been offering 
variety only in detail, in an attempt to speed up the 
flow of shoes to their dealers. Even so, deliveries are 
still far behind, and all manufacturers have huge back- 
logs of unfilled orders which must take precedence over 
any new orders which come in to the factories. 


WHAT are some of these variations on the basic pat- 
terns which manufacturers are using to give their shoes 
a new look? For one thing, they are calculated not to 
consume too much time or effort in production. In this 
category we find that many manufacturers are using 
loops for lacing instead of eyelets on one or more of 
their most popular patterns. Because wartime restric- 
tions prohibited the use of loops or ghillie effects in an 
effort to save leather, these .treatments provide a de- 
cidedly new look to staple shoes. The use of loops varies 
all the way from true ghillie effects to oxfords with 
looped eyelets. Some manufacturers are combining 
ghillie effects with moccasin vamps in order to achieve 
new-looking patterns which will not tie up production. 
Perforations in streamlined patterns are also being used 
to lend a new look to basic patterns; these are relatively 
simple to apply and provide attractive variations to 
_ Classic models. The use of decorative fringe is another 
device to heighten the attractiveness of staple shoes. 


Three styles for the boys. Left 
to right: Wing tip blucher with 
brogue details; B. A. Corbin. 


blucher oxford; American Boy 
from Craddock-Terry. 


A few manufacturers have been experimenting with 
variations of the accepted manufacturing processes. 
Some of them, for instance, are working on closed pat- 
terns made by the sliplasted process. This process is 
speedy, and the appearance of closed-up sliplasted types 
with more durability than was heretofore considered 
possible, will provide many a child with shoes suitable 
for wear to school in the Fall and Winter months. One 
manufacturer who is working with this idea is omitting 
the inside wedge heel and is using a narrow cork plat- 
form; a colored synthetic sole, with a nailed-on heel to ' 
match, results in a sport oxford which both appears 
durable and will withstand ordinary wear. 


THE question of durability is one with which many 
producers are concerning themselves. Since the num- 
ber of styles they offer must be limited in order to keep 
the production line moving, they have been giving 
thought to improving the quality and wearing ability of 
the shoes they are able to produce. Lasts have been 
studied and improvements have been made in order to 
provide better fit. Continuous size fitting is a subject 
much in manufacturers’ minds, and lasts in many fac- 
tories have been changed with an eye to providing the 
natural progression of sizes from misses’ runs through 
growing girls’ runs. In addition, the shape of the last 
has come in for consideration, and emphasis has been 
placed on snug heel fitting and plenty of room across 
the forepart—especially to provide adequate room for 
the fifth toe—always a problem in designing lasts for 
active young feet. ° 
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View of the Starlet Room, Geuting’s new teen-age shoe department. Colorful and exciting displays 
are part of the decoration of the section, nad are enlivened by floral effects. 


Designed to Attract the“Coke Crowd” 


The New Starlet Room at Geuting's in Philadelphia 
Provides a Setting of Beauty and Comfort Where 
Teen-Agers May Make Shoe Purchases Selected for 
Their Special Appeal to This Group of Customers 


KEYED to the current trend of ca- 
tering to the “Coke Crowd” (teen- 
agers to most) with surroundings 
that easily lift young spirits out of 
the children’s shoe sections into 
something not quite so adult as the 
adult sections, is the modern Starlet 
Room opened recently on the fourth 
floor of Geuting’s Shoe Store on 
Chestnut Street, Philadelphia. This 
department handling shoes for teen- 
agers was formerly on the third floor 
where the children’s department is 
located. The complete separation 
of these departments is fast giving 
the teen-agers an assurance of the 
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importance of their age-group and 
provides them with a beautiful shoe 
salon which enhances that sense of 
importance. 

Upon stepping out of the eleva- 
tor, she sees a long line of bright, 
red leather chairs extending the 
length of the opposite wall; it is not 
difficult for her to imagine that she 
is not in a shoe store at all. The 
only shoes displayed here are in 
square photography boxes spaced at 
intervals in the wall behind the 
chairs. In each box one shoe rests 
on a lucite stand, the other on the 
floor. Flowers or Spring foliage 


complete each of these framed dis- 
plays. At one end of the room is a 
bar for cokes. On the opening day 
visitors sipped cokes while the 
music of popular bands sprang from 
a juke box. At the other end, is a 
chartreuse upholstered love seat 
with matching upholstered chairs. 
Here also, is a wall arrangement 
providing small shelves that appear 
like white hands extending from the 
branches of a tree. On these shelves 
are displayed matching handbags 
and shoes. These bags as well as 
jewelry appropriate for the teen- 
age will be sold on this floor. 

The walls are of sea green. Gaily 
colored cretonne curtains reach 
from ceiling to floor and cover the 
large window facing the street. Simi- 
lar curtains close the doorways of 
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FOOT HEALTH WEEK 
MAY 18 Zeeouze MAY 25 
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~ Put Your Best Foot Forward 


And Make the Most of Foot Health Week 
May 18 Through 25, 1946 


TO make the most of Foot Health Week, 1946, retailers 
should enter into it with all the enthusiasm and gusto 
of an old-fashioned revival meeting. Certainly many 
shoe stores need a revival among their sales people, and 
perhaps management as well—a whole-hearted return to 
care-in-fitting from which there was, unfortunately, so 
much departure during the hectic war years. Whether 
we blame it on shoe shortages, or on inexperienced and 
often careless sales people, this writer (who spent the 
last two war years in a retail store, with considerable 
of that time at the fitting stool) knows from personal 
contact with customers that there was reason for com- 
plaint. Perhaps some things couldn’t be helped—but 
they can now. And one of the best ways to develop 
greater attention to fitting in the store is through an 
exceptionally interesting, informative and attention-com- 
pelling campaign to the store’s customers, plus coopera- 
tion with other qualified stores in your community in 
an outstanding Foot Health Week promotion. 


A good customer campaign begins with a well-sized 
stock of shoes. If there is still a quota restriction in some 
lines despite production increases—take your quota in 
sizes. Right now it’s very important to keep a level- 
headed balance between style and fitting service as the 
foundation for 1946 business growth. There’s a great 
temptation to try to have too many styles, with conse- 
quent size shortages. It’s surprising how few styles 
(good styles) the average store needs to do the biggest 
and most profitable part of their business. 

If you haven't done so, try taking your next check-up 
before buying by pattern similarity, instead of by stock 
numbers. In men’s shoes, for example, list plain toe, 
plain, fancy cap and wing tip bals, and the same for 
bluchers, in about three price ranges for browns. By 
this simple method of limiting styles you immediately 
are in position to put in a better covering of the size 
range. And actual experience has proved to this writer 
that it isn’t teo hard to switch styles when you talk fit 
and comfort. A diplomatic salesperson can “switch” a 
woman customer in most cases, also, if he (or she) 


knows both style and fitting well. In children’s shoes the * 


problem of switches is no problem. 

In the preceding paragraph you have the theme of your 
Foot Health Week campaign—a dramatic presentation 
in ads, in windows, in interior displays, in demonstra- 
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tions by salespeople to individual customers of the facts 
concerning your shoes and your service that help to 
assure true foot comfort for your customers both young 
and old. And don’t worry about whether you're going 
to be startlingly new and ultra-modern in your cam- 
paign. It’s just a question of presenting the basic, 
proven facts about correctly built and correctly fitted 
shoes and how they help feet to be comfortable and 
healthy; and how your shoes and service meet these 
requirements. 

Remember, the basic ideas of fitting feet to keep feet 
fit have not changed any more than the basic ideas of 
what constitutes good salesmanship, in these last few 
hectic years. Another important point to keep in mind 
is that there has been a good deal of interest directed 
toward feet and foot care (including proper shoes) all 
through the war years. Both service personnel and 
civilians in war plants learned a lot about the impor- 
tance of taking care of their feet. Further, many other 
organizations, other than shoe stores, will be participat- 
ing in the event—cooperate with them. It will help 
you, as well as them. 

Newspaper ads and articles should be used daily dur- 
ing Foot Health Week—a cooperative program allows 
much more publicity than most individual stores can 
undertake. One plan is to have a small “newspaper” 
made up as a throwaway, or mailing circular, with edi- 
torial and news items on the first page, and the ads of 
stores, and chiropodists and others who may be inter- 
ested on the pages following. Properly laid out, the 
front page can be “lifted” to use in the regular paper 
with a list of participating stores and chiropodists be- 
low. Articles on foot care and proper shoes should be 
supplied for the feature pages of the paper; supple- 
ment what the feature writers can use by signed articles 
used as ads, if necessary—but be sure to keep live, in- 
teresting, newsy stories about Foot Health Week in 
the papers every day. 

For your newspaper use we suggest the following 
typical copy: 


‘Step Out Full of Vim, Vigor, Vitality This Spring! 


Do you know that you can subtract years from your 
appearance—years that cannot be concealed by cos- 


metics and massages—if you walk with a swing, head 


[TURN TO PAGE 84, PLEASE] 





ONE subject on which most ready-to-wear merchants 
can be enthusiastic is the junior market. To each it is 
exciting—his own particular discovery—his, and one 
of the fashion magazines which caters to his favorite 
customers. Probably he’s advertised in it successfully, 
too, with response far beyond his hopes. In the various 
fields of junior merchandising are junior dresses, coats 
and suits, junior girdles, slips and undies, junior hats 
and cosmetics—with departments for all. But hardly 
anywhere are there junior shoes. , 

Some retailers who are really service-minded, are not 
only making plans to modernize the physical layout of 
their stores, but are altering their merchandising plans 
as well to fit the new area. Teen-age customers have 
been highlighted recently, and sometimes the junior and 
teen-ager are confused. They are not the same group. 

The teen-agers go to school, wear bobby sox (as a 
uniform), buy dressy shoes if mother insists, but wear 
moccasins or saddle oxfords or their kin everywhere. 
They do not evaluate merchandise with the same dollar 
and sense value of their older sisters. 


Juniors, although not strictly bound by a definite age 


This 


by 
HELENE O'HARA 


A Dorris Varnum Original in striped 
sheer, with three-quarter, push-up 
sleeves, typical of the kind of dress 
the junior customer prefers. Show 
attractive, easy-to-wear footwear to go 
with this soft type of costume. 


which are soft, pretty, and easy to slip on 
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JUNIOR BUSINESS... 


A Virtually Untapped Market, so Far as Shoe Merchan- 
dising Is Concerned, Is the Junior Group. Long a Source 


of Profitable Ready-to-Wear Operation, This Section of 
Your Clientele Can Be Sold on Your Store as the Place 


to Find Those Favored Soft, Pretty, Comfortable Shoes. 


Below: Juniors like young suits, with a touch of sophistication, 
such as this one designed by Margot. Right: For play wear, the 


junior chooses a pullover sweater blouse and a Tattersall culotte. 


bracket, are generally between 17 and 25. The indi- 
vidual junior is going to school (college, art, career) 
or has her first job and a well-rounded social life which 
highlights dancing, active sports, and attendance at the 
movies and sports events. She is dewy-eyed about 
Cornel Wilde or the New Civilian, or the twenty-one- 
year-old war hero she married. She may be in the 
Junior League or Secretaries Associated. She reads 
fashion magazines and knows how and what to buy. 
She has made mail order catalogs out of magazines 
devoted to her and her problems. (Three new magazines 
are soon to make their debut in this field.) She puts 
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Show low heel. soft, casual shoes te go with these costumes. 








baby on a schedule the day she returns from the hos- 
pital, for she has a planned day whether she’s a home- 
maker, a student or a business girl. She is the American 
girl who is making the United States the fashion center, 
because nowhere else in the world can they design for 
her. (Ask the visiting foreign fashion editors.) 

The real pioneers in junior wear are the dress manu- 
facturers who inaugurated the 9-17 size range. (Many 
include size 7, and drop 17.) The clothes are nipped 
in at all the right places, have soft lines, use half belts 
or no belts in the intrinsic design. Coats, suits and 
sportswear followed the dresses. To go with these are 
junior hats. And for the soft, clear, scrubbed com- 
[TURN TO PACE 98, PLEASE] 




























by ELEANOR RUTLEDGE 








More Restraint, More Simple Basic Lines Typical of Shoes in Fall Showings 
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a restrictions were 
lifted, . . . yes, months ago . . . but in the average factory 
styles have not changed radically, if one may judge by 
shoes seen in the recent showings of early fall styles. 
Lines from these factories show the continuing trend 
to broad tread lasts; an increasing number of flat heels; 
high heels but seldom over 24/8, with 22/8, and under, 


the volume height; increasing emphasis on medium 
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Upper row, left to right across two pages: Opened-up d’Orsay 
pump, 21/8 heel, Rhythm Step; Johnson, Stephens & Shinkle ; 
sling pump 21/8 heel; Carmellete from Carmo; T-Strap 
sandal, black suede, asymmetric toe, 21/8 heel, Walk-Over, 
Geo. E. Keith; asymmetric very open sandal on high wedge 
heel, Ted Saval; genuine brown alligator pump, half-inch 
platform, 22/8 heel, new last, J. G. Menihan; trimmed sling 
pump on platform sole and 22/8 heel, Frank Sbicca Orig- 
inals, Sbicca, Inc.; Lower row, left to right; High-riding 
stepin on broad walking heel, Randoms by Stetson; black 
gabardine with patent leather, 17/8 heel, Foot Rest, Krippen- 
dorf Dittmann; Sling back. open toe black tie contrasting wine 
trim, 1744/8 heel, Matrix, E. P. Reed; spectator sling qith 
open back, 20/8 heel, wall last, Charmtone, Craddock-Terry ; 
Sling stepin with folded tongue, nailheads, 16/8 heel, Casual 
Classics, Marshall, Meadows & Stewart; tailored pump with 
graceful throat line and extension sole, Florsheim. 








heels from 16/8 to 18/8. Also characteristic of Fall 
lines are fewer ornaments; more closed toes; higher 
platform soles; more extension soles on welts and mock 
welts; rolled edges and wheelings. 


In silhouettes, there is a feeling for more high-riding 
shoes but this is still a very high style idea and, in most 
dressy and some tailored types, the pump silhouette, 
often with a d’Orsay line, is still the number one pat- 
tern. It is in the more rugged shoes on medium or 
lower heels that the high-riding vamp is still finding 
its greatest acceptance. Here moccasin vamp treat- 
ments carrying up into a high or a folded tongue give the 
high effect. Other patterns are also used to give a 
covered look to the front of the foot. Characteristic 


treatment is a covered front combined with an open 
[TURN TO PAGE 82, PLEASE] 
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Upper row, reading left to right across two pages: Sling back, 
open toe and shank stepin, 5/8 heel; Style-Eez, Selby. Saddle 
stitching rolled sole, 13/8 heel; British Walkers, J. P Smith. 
Welt sole, ballet type pump, spring last, 6/8 heel: B. A. 
Corbin, Side lace tie, contrasting color in binding and tongue; 
Daytimer. Welt sole, exceptionally fine stitching, rolled edge, 
grooved heel; Hill and Dale Classics, Dixon-Bartlett. Moc. 
casin type oxford in natural color grained calf, also available 
in black and brown reverse leather; Arnold Authentic. Acute 
angle toe flat with extension sole; One of Sportsters by 
Sandler of Boston. Lower row, reading left to right across 
two pages: High-riding square toe stepin, built-up leather 
heel; Grayflex Footwear. Crushed kidskin oxford on new 
flared last, 14/8 heel; W. B. Goon. Punched oxford. wall last, 
14/8 leather heel; Madam-Ettes, Gilbert. Casual tie with 
ghillie type lacing, platform sole and wedge; Kickerinos. 
Casual stepin, laced moccasin vamp and back seam: Holly- 
wood Skooters, Vogue. Center seam casual stepin; California 
Patios, Rogers of California. 





More Young Looking Shoes on Low and 
Medium Heels for Comfort with Style 





PRODUCTION—OR INFLATION? 


America's Greatest Need Today Is Goods of Every Kind to 
Supply the Accumulated Wants of the War Years. There 
Is No Solution of the Problem of Inflation and High Prices 


W HEN I left Turkey, automobile 
tires were selling there for five hun- 
dred dollars apiece. 

A lot of money you say. Well, 
there is a lot of money in Turkey, 
but very few tires. 

Now, that is inflation. That’s what 
always happens, and always will 
happen, when cash and deposits are 
plentiful and goods are scarce. 

Like all great human tragedies— 
war, famine, flood —which affect 
everyone wherever they occur—infla- 
tion is not invisible. It may creep 
up on us as flood waters may do. 
But when it arrives the effect is ob- 
vious and clear. It’s too big to be 
kept an economic secret. It gets too 
big to be hidden under economic 
words. Aside from any other evi- 
dence, price gouging and Black Mar- 
kets of themselves represent absolute 
proof of inflation. They are part and 
parcel of inflation. 

Look around and see if there is 
price gouging where you live. If so, 
there is inflation where you live. 
There are no “are-we-going-to-have- 
inflation?” features about it. Find 
these conditions and you have found 
inflation. 

So because you and I know that 
these conditions are here, we know 
that inflation is here. It’s growing. 
And we are in it. 

If we are a school teacher, minis- 
ter, dressmaker, clerk, salesman, of- 
fice worker, or if we live on savings 
accumulated from years of work, or 
if we are a small business man or 
any wage earner, we don’t have any 
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Save Work—and More Work. 


From a Radio Talk 
Over Mutual Broadcasting System 
by HENRY J. TAYLOR 


trouble in seeing inflation. We see it 
very easily indeed. 

It is simply impossible for us to 
make both ends meet when we con- 
stantly buy less and less for our 


HENRY J. TAYLOR 


Business man, war correspondent, trav- 
eler and writer whose accompanying 
observations on inflation formed part 
of a recent radio broadcast in a series 
sponsored by General Motors under 
the title “Your Land and Mine." 


money. And that’s the fix we’re in. 

The real question is, what are we 
going to do about it? Now there’s 
only one answer: WE MUST HAVE 
MORE PRODUCTION. More pro- 
duction is the only solution. More 
goods is the only cure. 

If factories produce enough to 
make the goods available to all of 
us, the price gougers and Black Mar- 
keteers go out of business. 


They lose their power to squeeze 
us. The wind goes out of them like 
a deflated balloon. 

If we produce enough, and do so 
quick enough, we will get what we 
need at fair prices and in ample vol- 
ume in exchange for our work. 

And that’s the way decent people 
are entitled to live in America. 
factories should be 
working day and night to turn out 
the things we need—to balance needs 
with goods. 


America’s 


But we must break all peacetime 
production records and break them 
now—to do the job. 

This means we have uphill work 
to do for the good of our country, 
and it will take all of us to do it. We 
cannot coast into producing more 
and better things for more people. 

We cannot think of the job ahead 
as though it were represented by a 
forty-hour week—eight hours’ work 
a day for five days a week—or any- 
thing like that. The productive ca- 
pacity of our country cannot be vis- 
ualized as sufficient on any such 
basis. The output and buying power 
which will come to the industrial 
workers at time and a half overtime 
for each hour worked over forty 
hours per week, must amount closer 
to forty-eight hours than to forty, if 
we really go to work. 

Production schedules now laid out 
and announced by America’s major 
industries actually exceed the weekly 
work they were able to maintain dur- 

[TURN TO PAGE 94, PLEASE] 
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Believe It or NOT... 


The Marines Had a LEISURE Shoe 


And a NAME for It Too 


~ 


T’S not too easy to believe, but eyewitnesses vow 
that it’s true that those hard-bitten devil-dogs you 
saw battling so desperately for beachheads in the 
South Pacific actually did manage to get a few hours of 
leisure for themselves. That “time out” from the tough- 
est job on record must have been paradise for dog-tired 
Marines, and this was no sports shirt and slacks “leisure” 
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Almost a reverse lend. 
lease item, for the civil- 
ian “Boondockers” born 
of the inventive genius 
of a tired Marine com- 
bines combat shoe com- 
fort and a rakish casual 
look to create a new shoe 
of leisure and wet weath- 
er wear. They're made 


_ by Conrad Shoe Com- 
) pany, and will be launch- 


ed on what is sure to be 
a successinl career when 
Fellman, Ltd.. New York 
retailer started active 
promotion of them about 
early this month. 


by John Reilly 


stuff. A few hours’ rest snatched from the jaws of battle 
and the hard work of digging in were spent under a 
palm tree in an olive drab coverall and strictly regulation 
Marine combat shoe, or perhaps should we say, almost 
strictly regulation. During this rest period, which in 
Marinese is called “boondocking,” a new peacetime 

[TURN TO PAGE 92, PLEASE] 
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SPECIAL INTRODUCTORY OFFER ON OUR MAGNIFICENT 
NEW CABINET, PACKED WITH 11 ASSORTED FAST-SELLING 


DSScholls =. 


FOOT COMFORT* REMEDIES YOU GET 


With this striking new colorful metal cabinet on 
your counter, you'll get sales—action—two to 
three times your normal turn-over of Dr. Scholl’s 
—because 7 out of every 10 who see Dr. Scholl’s 
Foot Comfort Remedies on display, have need for 
one or more of them. They’ve read about Dr. 
Scholl’s clinic-tested foot reliefs in the leading 
newspapers and magazines. They have heard 
about them on the radio. They need only this 
reminder to buy! Order NOW! 

























QUANTITY RE-SALE PRICE 
1% doz. Super-Soft Dr. Scholl's Zino-pads (Corn size)... ......seee-00e $6.30 
1 doz. Super-Soft Dr. Scholl's Zino-pads (Callous size)... ... 2.000005 4.20 
% doz. Super-Soft Dr. Scholl's Zino-pads (Bunion size)... .....seeeee0s 2.10 
% doz. Super-Soft Dr. Scholl's Zino-pads (Soft Corn size). .......++++ 2.10 






Gon, Or, Sahel s Feat Powder. co ccccccccccccccccccccccccccveses 
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PLUS BONUS % doz. Super-Soft Zino-pads (Corn size)...... 





$38.25 THE EXTRA 
Your Cost 22.80 SALES IT MAKES 
YOUR GROSS PROFIT $15.45 WILL AMAZE YOU! 














ANOTHER DR. SCHOLL SPECIAL OFFER YOU CAN’T AFFORD TO MISS! 


Lia Conus Goods Peal / 
D® Scholls Sutra Soivex 


THE SENSATIONAL NEW SULFA POWDER 
PREPARATION FOR ATHLETE’S FOOT 


By all means include this new fast seller in your order to 
your Wholesaler. Another big national advertising cam- 
paign is behind it. Very few localities require prescription. 
13 IN DISPLAY CONTAINER — YOU PAY FOR ONLY 12 
















THE SCHOLL MFG. CO., Inc., 213 West Schiller St., Chicago - 62 West 14th St., New York 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Mattapacturiing nd Mertels 


New York 


Buyers from all corners of the country poured into the 
New York market during the first week of April, again 
pleading for increased quotas which are being held tighter 
than ever. Manufacturers reported that they had never 
seen so many buyers in attendance at a single showing. 
Benjamin D. Schwartz, president of the Guild of Better 
Shoe Manufacturers, which was holding advanced Fall 
openings, the third in the Guild cycle of five a year, said: 
“Buyers flocked in a week ahead of time anxious to pur- 
chase all the high grade shoes they could get, still rigidly 
alloted due to the shortage of leather and manpower.” Mr. 
Schwartz believes it will be at least a year before there 
will be any easing of conditions that will benefit the better 
shoe business and he is supported in this belief by the 
majority of New York manufacturers. Difficulties in secur- 
ing sufficient leather supplies have resulted in a fairly large 
number of models being made with combination fabric and 
leather uppers. 

Members of the Shoe Board of Trade who held unofficial 
showings in the Hotel McAlpin were literally swamped 
with buyers whose major concern was for additional pair- 
age in spite of their desire for high fashions. 

Quality manufacturers, however, made every effort to 
comply with the growing interest in elegant shoes which 
stress simplicity and dignity. Ornamentation is not so 
evident as last season. The outstanding high style note is 
the closed toe pump, although the regular open toe shoe is 
still conceded the best seller for early Fall. The lines all 
stressed platform dressmaker detailing, town shoes with 
extension soles, higher front lines on a small number of 
high style shoes and a simplified type of dressiness except 
in dinner, cocktail and evening shoes, which will continue 
gay and extremely dressy. 


St. Louis 


SHOE manufacturers here continue to wage their discour- 
aging and largely ineffectual battle against raw material 
shortages. Opinions vary on the supply trend, but the 
consensus is that if it is no better, it at least has gotten no 
worse in the last month. The only really adequate item 
now appears to be labor, which is in best supply since the 
war’s end, despite occasional instances of employes work- 
ing until they accumulate a “Saturday night” fortune, then 
moving on. Generally, however, manpower is adequate and 
stable. Fitting room help is reported short in spots. 

Leather, of course, is the principal bottleneck, with kid 
and calf leading the scarcities. Patent cannot be rated as 
plentiful, but it is under the least pressure, use of plastic 
patent having been found successful. 

No early improvement in kid is foreseen here. It will 
be short, it is said, as long as the government holds its 
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import purchase prices $2 to $4 under the world market 
price and the volume under the wartime level. Tanners 
complain they are getting only 48 to 50 per cent.of their 
wartime imports, entirely because the federal price policy 
encourages kid producing countries to sell to European and 
native tanners, making available to this nation only what's 
left. Currently they see indications of a further reduction 
in kid production the second quarter and a further failure 
of the bonus system. 

Kid producers believe they are in exceptionally good 
manpower position but are not certain it would be adequate 
if they got all the skins they need. “We don’t know if we 
could operate at the prewar pace, but we’re mighty eager 
to get the materials to try,” one said. 

Some manufacturers expect to ride out the leather 
dearth on gabardine, but there arises the textile problem. 
Gabardine makers snicker at such optimism and point out 
there is not enough of it to meet any increased demand. 
Shoe manufacturers, they say, can hedge with gabardine 
enly if the government will allocate some textile capacity 
to that specific purpose. Their hopes for that are not high. 
Retailers are resigned to the prospect of a quota system 
whereby they may be required to take 15 to 30 per cent 
of their shoe orders in gabardine substitutes. The outlook 
is not too drab, though, because manufacturers are doing 
an excellent job of doiling up high style lines with orna- 
ments and platforms to make them more salable. 

Elsewhere on the materials front, scarcities persist in 
linings and heels, although the latter has eased somewhat 
m the last 60 days. These are believed destined for quicker 
relief than leather. 

Meanwhile manufacturers are trying to prejudge the 
effect of a new frustration which looms to darken that 
happy future day when material shortages abate. Tha! 
is the government ban on new commercial construction. 
This probably will not restrict a great deal of the estimated 
20 per cent production expansion this region contemplates, 
since a substantial part of it will make use of existing 
structures. Nevertheless the dollar value of proposed new 
shoe plant construction runs to a tremendous sum. The 
irame of mind of those executives who face the irony of 
a federal building ban nullifying an adequate labor and 
materials supply, is not joyous. 


s 
Chicago 

APPARENTLY stung by the constantly recurring com- 
ment that tanned hides have been withheld from the shoe 
market, the Tanners’ Council of America has made an 
official statement clarifying the reasons for the centinuing 
shortage of leathers. They estimate that more than 250 
new shoe manufacturers have started in business since 
1941. The great majority of these are engaged in quality 
lines, and that means that there has been a much greater 

[Turn To pace 103, PLEASE] 
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Believe me Marsie he said 
he was warting for 
the TRIMF007 MAN /” 


Everybody waits for the YOU'LL RECOGNIZE HIM by the 


e /+ ‘ dollar bill in his breast pocket. Write 
Trimfoot man these days, : to Trimfoot today and ask the Trimfoot 


man to call. 


because he puts more money 


nn yar By = APPLIANCE 
every week ... and shows 

you how to make more prof- PRODUCTS 
it in your shoe department. ‘ DIVISION 


TRIMFOOT COMPANY ¢ TRIMFOOT TERRACE ¢ FARMINGTON, MISSOURI, U:S:A. 
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PATENT, BLACK CALF 
SCARCE IN CHICAGO 


Waen you go into one of the largest 
stores in Chicago and are told they 
have exactly 30 pairs of patent leather 
shoes in stock and not a B width 
among them, you know for certain 
that the shoe shortage is an actu- 
ality. The great lack continues to be 
in patent and in black calf especially. 
It would seem that the smaller spe- 
cialty shops are a little better placed 
in these two scarcity items, possibly 
because they never have the enormous 
tush of customers that the large State 
Street stores experience continually. 
The woman today who can find ex- 
actly what she wants in style and size 
at the first store she visits can con- 
sider herself as lucky as her sister who 
gets nylons without standing in line. 
Novelty types have been featured in 
shoe advertising of late, doubtless be- 
cause lines of staple and more con- 
servative models are broken in almost 
every stock. The ballet type in its 
many variations is highlighted every- 
where—and is selling well. Maurice 
Rothschild has shown it in red or 
black nylon with concealed inner 
wedge heel. O’Connor & Goldberg 
show it with one-inch heel in black 
suede. Lytton’s show a smart sling 
version with tucked toe, available in 
red or brown calf. All have had ex- 
cellent customer acceptance. As the 
€xact opposite in the public interest 
is the high-heeled sling, preferably 
with a platform sole. The higher the 
heel, the thicker the sole, the more 
popular. Houses like Joseph and O-G’s 
have done very well with extreme 
variations on this basic theme, usu- 
ally in the high priced brackets. At 
$24.95 O-G’s have featured a model 
with inch high platform, the vamp (of 
patent or red calf) cut out-in allover 
lozenge perforations. Field’s recently 
presented what they called a “double- 
decker” platform, the sole worked 
out in two layers, leather covered. A 
California novelty featured by Man- 
del’s was a high wedge with ankle 
strap of wool gabardine in a wide 
variety of brilliant colors, embroidered 
all over in multi-color effect. 
Considering the great dearth of elk 
shoes, Field’s caused no small sensa- 
tion with an ad on loafers in red or 
brown elk and in black bucko. They 
were practically a sellout in a few 
days. 
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Tying in new styles in shoes with 
their Springtime emphasis upon a 
“dandy season,” Field’s presented a 
sling-back, modern-day version of the 
spat shoe at $17.75. Fashioned of 
calfskin, a broad band of contrasting 
suede highlighted with three small 
leather buttons bands the instep to 
suggest the spats of three decades 
ago. These were coordinated with 
matching gloves, trimmed with the 
same contrasting suede on the flare of 
the cuff. Coordinated accessories have 
been re-emphasized by all stores. as 
more merchandise becomes available. 
Carson’s have just introduced their 
shoes of calf in the new green pepper 
color. Matching accessories were 
gloves, belt and handbag repeating 
the same color and trimming motif on 
each item. 

> & 2 


STOCKS AT LOW LEVEL 
IN BOSTON 


Bost ‘ON’S retail shoe merchants are 


practically unanimous in predicting 
that, if an old-fashioned rush for 
shoes develops in the three or four- 
day period prior to Easter Sunday. a 
sizable percentage of women will 





I eee ee 


Foster Presen 


CLOGS 





© Beauty afoot for Milady! 
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of California can do. Gay, 
shimmering satin adds caress- 
ing luxury to the soft cushion 
insole. Meet the “Pleasant 
Peasants” at Foster's today! 
ee Woot Bock woot 
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F. E. FOSTER & COMPANY 





Beauty afoot. Colorfully decorated 
wool gabardine clogs with satin lin- 
ing and cushion insole, shown at F. E. 
Foster & Company, Evanston, lil. 








either have to be content with shoes 
of a type which they had no inten- 
tion of buying, or become walk-outs. 
The shortage of types other than play 
and casual shoes has been made more 
acute by a demand which has been 
steadily increasing since March 1. 
They hope that this increase rep- 
resents early pre-Easter shopping and 
that the demand for shoes will de- 
crease rather than increase during the 
remainder of the Spring season. 

In men’s footwear, the situation is 
described by one merchant as “desper- 
ate.” He has instituted a rationing 
system of his own—one pair per cus- 
tomer. Even this, he says, does not 
aelp very much since he is able to fit 
only about one out of every five cus- 
tomers who enter the store. 

This steady drain on retail stocks 
has forced more and more merchants 
to depend for their pairage on play 
shoes in which fit, particularly width, 
is not so important as it is in what 
are known as “middle-of-the-road” 
footwear—substantially built, moder- 
ately-styled types for dress and street 
purpose. Nevertheless, novelties con- 
tinue to appear. 

The Back Bay store of Kay’s-New- 
port recently displayed a black suede 
sling-pump with throat ornament and 
platform sole edged with gray lizard. 
Black in patent, smooth and suede 
leathers is by far the most popular 
color at this store, as it is, in fact, at 
most other Boston stores. Some red 
is selling—also reptile, both genuine 
and printed. 

At the high-grade specialty store of 
Lamson & Hubbard, on Boylston 
Street at Arlington, two novelties are 
attracting attention. One is a neutral 
beige suede sling pump, the platform 
sole of which is studded with gold 
nailheads and the bow at the throat 
of which is similarly treated. The 
other is the same pattern in blue-gray 
suede, the ornaments in the case of 
this style being worked out in mulkti- 
colored beads. The tendency in shoes 
of this type seems to be toward moré 
elaborate decoration of platform soles, 
many of the nailhead designs being 
arranged to form geometric patterns. 

At the Treadeasy store nearby, 
where more conservatively styled 
footwear is sold, there is noted, never- 
theless, the same feeling of need to 
get away from the detailing imposed 
by war restrictions and labor short- 
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ages. A case in point at this store is 
a gabardine pump with closed heel 
and open toe, carrying at the throat 
a bow which is a combination of gab- 
ardine and black patent leather. 

The Wilbar store on Tremont Street 
recently devoted a prominent spot in 
one of its two windows to ballets of 
red suede and red smooth leather and 
to identical footwear in pink and 
green suede, In the case of some of 
these ballets, the vamp is tucked at 
the throat line and the tucks are held 
in position by a plain highly-polished 
bar of brass, a scant quarter of an 
inch in width and about one and 
three-quarters inches in length. 

In the department store group, 
Jordan-Marsh Company finds that the 
younger women and girls are buying 
heavily of any style which even looks 
like a casual or loafer in brown 
leather. Another popular sub-deb 


number is a low-heeled, sling pump in 
black with little or no ornamentation. 
Among older women there has devel- 
oped a demand for boudoir slippers 
of light blue and navy blue satin. 

* *+ 


SHOE BUSINESS BOOMS 
IN NEW YORK 


A DEFINITE trend toward higher 
grade buying is noticed in New York 
stores for this Easter period. Stocks 
continue so low throughout the city 
that apparently women are willing to 
ray more than ever before so long as 
they can get the shoes they want. 
Business on the whole has boomed in 
the past few weeks because of the all- 
out buying spree for Easter. Stocks 
for the most part are in deplorable 
condition with many shipments being 
sold out even before they reach the 
stores because many are taking ad- 
vance orders. 

The biggest demand is, of course, 
for patent leather, that perennial 
Spring favorite, but the supply doesn’t 
nearly meet the demand. Reptile 
shoes in black, brown, ‘and more so 
in any of the bright colors available, 
have gained tremendously in popu- 
larity, especially in those stores which 
feature accessory coordination with 
their shoes. Many striking advertise- 
ments and window displays have fea- 
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“Chocolate neutrals are news,” said 

Krupp & Tuffy, Houston, Tex., pre- 

senting two wearable styles in this 
shade. 





tured alligator shoes and bags to 
match with an overwhelming response 
from customers. Navy blue shoes 
have just been dribbling into the 
stores, in reverse of the March tradi- 
tion—coming in like a lamb, going 
out like a lion. 

The two extremes in heels have been 
selling extremely well—the very high, 
and the very low. And in all heel 
heights the trend toward more closed 
shoes can be noticed although wide- 
open patterns are still popular for this 
season. 

The smaller size ranges in chil- 
dren’s shoes and growing girls’ dress 
types have been extremely difficult to 
get, and the supply of patent leathers 
in these types is almost nil. Early 
buying has been noticed for camp 
shoes, moccasin oxfords, loafers, and 
sneakers. 


aA Be 


ST. LOUIS SHOE MEN 
LOOK TO SHORTAGE'S END 


MANY St. Louis shoe retailers be- 
lieve they see, at long last, the curve 
marking the end of declining inven- 
tories and the beginning of a trend 
that will lead eventually to full 
shelves. That belief, it should be 
added, is based entirely on current 
deliveries and does not take into ac- 
count the imponderable leather sup- 
ply situation. 


These men, however, have steeled 
themselves not to anticipate tomor- 
row’s evils, and so hold to a debatable 
confidence that today’s shipments por- 
tend a better future. Basis of this 
confidence is the assertion that de- 
liveries now about balance sales. In- 
ventories are 40 per cent or less of 
sdequate, but nevertheless have been 
going no lower the last two or three 
weeks, 

Deliveries, of course, vary widely, 
depending on the manufacturer, but 
generally speaking they are no worse 
than five weeks late, with some less 
than two weeks. Consensus is that, 
despite greater seasonal demand, the 
ratio will no be substantially lower 
before Easter. Most are confident 
there will be an approach to normal 
stocks in September or October. 

Meanwhile, the familiar frustration 
of seller being unable to supply buyer 
continues, particularly in women’s 
high style footwear. Shipments of 
100 to 500 pairs vanish in a matter of 
hours. Pre-Easter shoe advertising is 
around normal volume, but most deal- 
ers admit it is unnecessary to sales 
and is primarily institutional promo- 
tion. The accent here is still on 
glamour. 

Platforms in all ranges of heel 
heights and adornment dominate the 
stage, even extending to women’s 
house slippers. In high styles ankle 
straps and open and closed high heel 
pumps are all selling well. One store 
currently is featuring a plain calfskin 
pump with an assortment of bows 





capable of transforming it from a 
tailored to a dressy shoe. Another is 
promoting a “penthouse” patent pump 
on a four-inch heel. 

Other numbers in favor are an 
asymmetric sidestrap sandal in brown 
or black snakeskin, an anklet plat- 
form in red, a three-inch wedgie in 
black calfskin, a slashed blue calf 
d’Orsay, a spectator in white buck 
with Army Russet alligator trim, and 
a series of wedge low-heelers. Casu- 
als are going most equally well in red, 
blue, Town Brown, saddle leather 
calf, black suede and white crushed 
kid. 


Men’s footwear is in somewhat bet- 
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ANY KICK COMING ABOUT YOUR KIDS? 
.. hold them in tine with 


>» Firestone 


KEEP YOUR KIDS WHERE THEY BELONG ... 


snug around the heel, hugging the instep . . . with 

Contro elastic backing . . . and there'll be no kick coming 
from your customers! For Contro holds, molds 

every shoe in fitting shape . . . keeps fitting comfort 
through miles of wear. Contro’s the only elastic containing 
Vitalin, the magic rubber vitamin that gives longer 

life . . . to your shoe backing . . . to your shoes! 

Write Firestone, Akron or our New York Sales Office, 


Empire State Building, New York 1, for complete information. 


®REG. U.S PAT. OFF. Listen to the Voice of Firestone Monday Evenings over NBC aS 


Watch for the announcement ton ea r-Like Velon in the June 10 issus 
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ter supply, although spotty in sizes 
and rated as scarce. Russet quarter 
brogues with heavy double soles are 
popular, as are setter red plain toes. 
moccasin bluchers likewise 
are going well. 
>. > > 


PROVIDENCE SALES ABOVE 
LAST YEAR'S 


THE retail shoe business in Provi- 
dence, R.I., is very good, in most stores 
better in proportion than last year. In 
spite of the fact that last year this 
time was Holy Week and business 
represented the Easter rush, many 
stores are now exceeding sales of that 
week. Others are meeting those fig- 


ures, which means a proportionate in- 
crease, when one discounts the high 
figures of the period for last year. 

Most buyers recognize the increase 
in shoe shopping, although they all 
Snd women and girls highly style 
conscious. People are no longer buy- 
ing the first pair of shoes that fits 
them; they are doing plenty of win- 
dow shopping and often leave a good 
fit “to think it over.” 

Patent leathers are very good sell- 
ets, especially in sling pumps, in 
perforated models and high style 
bows. Saddle oxfords in brown and 
white are very good, as are colored 
novelties. In the more conservative 
lines for women, black and brown 
leathers in open toe and back styles 
are steady in demand. One store re- 
ports its best sellers to be black calf 
or suede in an open toe with criss- 
cross draping and pin-point perfora- 
tions, patent leather bow pumps with 
gabardine, wall toe models of black 
or brown crushed leather, and low 
heel patterns with upsweep vamps for 
the young modern. 

Most stores report brisk business in 
handbags, slippers and other side 
lines. Hosiery in most cases is sold 
by the card system. A prospective 
customer leaves her name and ad- 
dress, and when a shipment comes in, 
she is notified by card to visit the 
store for her hosiery. Some large de- 
partment stores are selling hosiery at 
given times each day, and these sales 
entice long lines of patient waiters. 
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SHORTAGES ACUTE IN 
NEWARK STORES 


In Newark, N. J., the leather shortage 
is being felt more acutely than was 
anticipated. While some stores are 
fairly well supplied, the majority have 
to take what they can get. Retailers 
agree that the situation is worse than 
it has been for some time and cannot 
say how soon it will ease. 

At Arnold’s stocks are running in 
about the same ratio as they were a 
month or two ago. The demand for 
patent leather dress shoes continues 
unabated. 

Bamberger’s reports that shoes are 
not coming as fast as they were dur- 
ing the war. In the children’s and 
teen-age department patent leathers 
have been selling well, but it is ex- 
pected that the supply will be ex- 
hausted by Easter. White shoes for 
children are particularly hard to get. 

Hearn’s, too, is having difficulties. 
In all of its departments practically 
any kind of shoe will sell because of 
the scarcity. Play shoes are coming 
in strong, but stocks are at a lower 
ebb than they were a month ago. It 
is not possible to feature any par- 
ticular type of shoe. 

Play shoes are playing an impor- 
tant role at Hahne’s. In the women’s 
department this store is featuring a 
two toned red and white junior shoe 
with a sabot strap. These shoes, for- 
merly called casuals, and now called 
junior shoes, are making quite a hit. 
Not enough red shoes are available 
here. The buyer thinks the situation 
is getting worse, but expects that the 
store will soon get replacements that 
have been ordered. 

Slippers with rabbits’ fur toes are 
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Low heel casuals with a smart look 
featured 


recently ham’: 
Hoy Free Ay Ange 


very popular. These come in pink, 
blue and white. 

Stocks are about the same as they 
have been at Kresge’s. Patent leather 
continues the number one item in the 
women’s department with navy sec- 
ond. Either very high or very low 
heels are most in demand. 

In the men’s line brown shoes are 
taking priority over black in all the 
stores. Kresge’s has received some 
wing tip and fox shoes which are go- 
ing very well. Hahne’s is well sup- 
plied with dressy shoes and is featur- 
ing a new line of wing tips and medal- 
lion tips. The department will not 
Jay any stress on sport shoes this year 
because of short supplies. 

* *# # 


DRESS-UP MODELS SELL 
IN MINNESOTA SHOPS 


Minneapolis 


Dressy shoes were much in demand 
in Minneapolis stores. Napier’s, fol- 
lowing the trend of matching bags 
and shoes offered a twosome made up 
of lizard skins. Another style offered 
with bag was a sling pump of patent 
Jeather with studded sole. This style, 
also shown with “perfs,” in black, 
blue or red, also had a matching bag. 

Young-Quinlan showed many smart 
styles in their new shoe salon. One 
that sold well was a simple platform 
pump, studded with gold nailheads in 
black doeskin. 

Roy H. Bjorkman offered sandals in 
high or low heels. Black patent was 
used for the high heels, black doeskin 


in the low. These had bold nailhead 
trim across the instep. Favorites were 
window front bow pumps in black 
patent or in navy calf. Classic pumps 
in brown calf, with alligator vamp 
trim, and black calf with bow, were 
also excellent sellers. 

John W. Thomas & Co. matched 
shoes and bags in many presentations. 
Outstanding in reception were sleek 
black patent shoes and bag trimmed 
with gray snakeskin. Also made up 
with the gray snakeskin trim were 
black suede shoes with matching bag 
of black faille. Very high heeled 
sandals in black patent were liked for 

[ruRN To PACE 124, PLEASE] 
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INTENSIVE PROMOTION 
‘\ Heralds New Shoe Salon 


\ 


med . ge 
re 


Pr hd 


More than Two Months Before the Opening 
of Its Shoe Section, Adler's, Kansas City Spe- 


cialty Shop, Began Its Appeal to Style-Mind- 
ed Residents. 


One of the ads appearing in Kansas City 
newspapers acquainting readers with the 
coming opening of the new department 


CLIMAXING an intensive promo- 
tion, Adler’s in Kansas City, Mo., 
opened a new shoe department re- 
cently to so many customers that 20 
extra chairs were added to the salon 
between opening and closing hours, 
and during rush hours standing 
room was at a premium. 

Tieing in with the general adver- 
tising of the store, which is effec- 
tively directed to the style-con- 
scious and fashion-smart Miss Kan- 
sas City, the shoe salon promotion 
was tagged “Shoes for the Adler 
Set.” The first call came as radio 
spot announcements on local sta- 
tions, beginning about ten weeks be- 
fore the opening. Smartly designed, 
eye-catching displays and posters 
followed. They were dispersed 
throughout the store announcing the 
opening—inside the entrance in 
front of the elevators, in the eleva- 
tors, and in all of the other depart- 
ments of this complete women’s spe- 
cialty shop. Display advertising. in 
the daily newspaper immediately 
preceding the opening followed 
through with this style-appeal pro- 
motion. On opening day and there- 
after the shoe promotion has been 
carried over into other departments 
where Adler’s shoes are matched in 
display with hats, suits, and other 
apparel items. The street windows 
highlighted the opening promotion, 
effectively stopping passers-by on 
busy Main Street throughout the day 
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by radio, newspapers and displays. 


and helping to swell crowds in the 
salon in the rush for shoes. 

Henry Mendelson and Herman 
Shapiro, joint owners of the depart- 
ment, leased from Adler’s, have fol- 
lowed the “Adler Set” idea with 
lines designed to appeal to the fash- 
ion-conscious customer. 

Following the fashion trend, an 
up-to-the-minute accessory bar is a 
prominent feature of the salon. Here 
shoes can be matched by expert 
salespeople with brightly colored 
handbags and belts. Hosiery will be 
an added accessory as soon as it is 
available in quantity. Miss Kath- 


erine Self, for 25 years a represen- 
tative of Adler’s accessories, is the 
manager of this department, also 
leased by Mr. Mendelson and Mr. 
Shapiro. Belts and bags are dis- 
played at this bar as quick eye- 
catchers on entrance to the shoe de- 
partment. Small pieces, wallets, 
cosmetic-folds, billfolds, and slack 
purses, to match the usual belts and 
bags, are to be found here. 

These novel accessories tie in with 
the promotion which is slated to 
appeal to teen-agers. The salon is 
located on the same floor with the 

[TURN TO PAGE 130, PLEASE] 


Display window at the entrance to the store, highlighting the 
promotion of the opening of the new shoe salon. 
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THE Mon SHE WANTS Helly Kahlee- 
ut ore Stel Wants, F 


Mirac e-|read 


Mi iracte-tread advertising is causing quite as much comment among Shoee 


retailers as the clever styling and beautiful appearance of this fast- 

growing line. Of course, every woman wants beautiful ankles and when 

she* sees this bright advertising in Ladies’ Home Journal, she pictures herself in ankle- 
flattering Miracle-Tread Shoes. That's a mighty strong sales appeal, and Miracle-Tread 
volume figures prove it. More important, however, in these days of limited production is the fact 
that this sustained advertising continues to build more customers for the day when there will be 


more Miracle-Tread Shoes for you to sell. 
*She’s just one of 12,000,000 
Ladies’ Home Journal readers, 
largest circulation of any 
women’s magazine. 
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MIRACLE-TREAD DIVISION 


: 50 
10 RETAIL SP 5and $5 CRADDOCK-TERRY SHOE CORPORATION 
LYNCHBURG, VIRGINIA 


DISTANT POINTS SLIGHTLY HIGHER 
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Shoe Manufacturers 


NEW, PERFECTED 
TIME CONTROL EQUIPMENT 


TIME 
RECORDING 


Today’s wage structures make the, installation of IBM Time Recording 
equipment particularly advantageous. 

These IBM Machines supply an accurate and legible record of every 
employee’s starting time, lunching time and stopping time. 
Misunderstandings over hours worked are reduced to a minimum. 
Overpayment or underpayment of wages is reduced to a minimum. 
Superintendents and foremen are relieved of the responsibility of keeping 
employees’ time. Each employee himself becomes his own timekeeper, 
providing proofof the time he spends on various, differently-rated tasks. 





TIME 
INDICATING 


With an IBM Time Indicating System in effect, the entire factory operates 
on the same, accurate time—automatically coordinated through every 
department by the Master Time Control Clock. 


‘Idleness, due to time uncertainties, is eliminated. Every employee knows at 


a glance when he can expect the end-of-shift signal. He doesn’t “start to 
stop” ahead of time. Spoilage is reduced. Employees are able to time their 
production more accurately, reducing the need for last minute rushing of 
piece work. Employees monitor themselves. They know the right time; they 
do not waste time comparing watches with others to determine “whose 
watch is right.” 





TIME 
SIGNALING 


An IBM Time Signaling System allows no personal opinion to govern the 
starting and stopping of work. Schedules are definitely signaled—on time 
—and on time the employee accepts as accurate. 

Manual signaling, always subject to variations, is eliminated. When a 
manual starting signal is sounded “early,” workers still don’t begin work 
until their clocks say “time,” but if a manual stopping signal is early, it’s 
the employer's loss. IBM Time Signaling equipment aids the efficiency of 
the entire operation. 

If your factory, large or small, does not yet have the benefit of an IBM Time 
Control System, get the facts now. This equipment can be installed indi- 
vidually, or all 3 systems—Recording, Indicating, Signaling—may be 
coordinated. An IBM Representative will be glad to provide full information. 








IBM 





INTERNATIONAL BUSINESS MACHINES CORPORATION 
World Headquarters Building - 590 Madison Ave. - New York 22, N. Y. 
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Let a Great Name help you sell Canvas Footwear 


CUSTOMER: In my magazine I saw an ad about canvas 
shoes with ““P-F.”” Got any? 


RETAILER: Certainly have, son. Canvas shoes with 
“p.F”—that’s the kind athletes really go for in a 
big way! 


CUSTOMER: The coach said it gives an athlete more 
“staying power,”’ too. 
RETAILER: You bet! It’s right for any active person, 


young or old. What’s more, it’s made by B. F. Goodrich, 
a name you can depend on. 


Your customers know the name B. F. Goodrich and what it stands 
for in the field of rubber research. They know that on rubber and canvas 


CUSTOMER: Just what is ““P-F’’? Our coach was telling 
us about it. 


RETAILER: “P-F”’ means Posture Foundation. It’s a 
rigid wedge built right here inside the shoe under your 
heel. It keeps the bones of the foot in their natural, 
normal position. That helps guard against flat feet 
and tired leg muscles. 


CUSTOMER: Oh, sure. My Dad says you can always 
depend on things B. F. Goodrich makes. 


B.EGoodrich 


footwear the B. F. Goodrich name is their assurance of real service, comfort, 


and wear. It’s your assurance of a satisfied customer who'll be back again 


FIRST IN RUBBER 


for more! B. F. Goodrich, Footwear Factories, Watertown, Mass. 
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Retail Sales, Independent Shoe Stores 
January, 1946 


Department of Commerce, Bureau of the Census 
Washington 25, D. C. 








-—————_Dollar Sales—_-___-___, 
Number Per Cent Change 
of —_— 
Firms Jan., '46 Jan., '46 
Report- vs. vs. January, 
States by Regions ing> Jan., "45 Dec., '45 1946 
a ae 745 + 8 —27 5$7,687,664 
New England ....... oe efer dane 2 >”. 
DE -cdbiéavecdone 5 +1 —6b4 19,235 
New Hampshire ... 1 hoes wet LO? ae 
WHER sécccteces 2 ites ose | tL. ae 
Massachusetts ..... 44 +29 —1 377,348 
Rhode Island ...... 5 +26 —61 54,664 
Connecticut ....... 13 +4 —41 84,960 
Middle Atlantic ..... se wer PS 
New York ........ 83 +28 —4 897,394 
New Jersey ....... 7 +12 —38 69,411 
Pennsylvania ...... 71 +19 —34 680,940 
East North Central... .. ‘ian wwe: <b. uae 
GE ccceccvccccese 28 + 8 —30 255,160 
DREAMER ccccccceces 24 —12 —83 134,933 
DEED woccecéesese 66 + 7 —29 480,450 
Dn” scosscedne 61 —2 —89 316,983 
Wisconsin ...cccee- 438 — 3 —4)1 252,581 
West North Central... ... eune wee” A thes” “ipa 
Minnesota ......... Ld eae i ae 
SE die :4006006008 21 + 8 —26 105,348 
Missouri .... 26 —2 —30 178,380 
North Dakota a sée3 tetas * eet 
South Dakota » baie na SS: {a_i 
Th . didecoces 8 +12 —35 63,620 
DE: dbeedunceese 9 +15 —-22 40,305 
Seuth Atlantic ...... a6 er a 
PED. cadcoseses es nee dene ania 
Maryland ......... & +19 —21 92,926. 
Dist. of Columbia.. 9 —2 —30 118,475 
WE tnséauese .: i a=  4<—aa” -- ~” -¢oauee 
West Virginia ..... s 
North Carolina .... S@ ene *) atc oS eee 
South Carolina a babe jan i. eee 
BD > connwteasine 7 —11 —28 196,177 
PEGE ‘sccccccashes 5 +16 —$1 63,39T 
ES EE ee ee ee eee 
Memtaeky .ccccsess REE ie, ett ees 
Tennessee ......... S © *geuey* So Wades” > 3 ~ 79> eed 
i. ienkiseed< 8 —1 —-35 140,666 
Mississippi ........ w+ gga iM eaay >) © 7 eee 
West South Central SF ee. ae 
CD  ssdecesee 3 —ll1 —22 19,770 
Louisiana ......... 2 ven EE eg 
Oklahoma ......... 9 +8 —36 29,509 
EE. Shb aendeuceel 16 — 8 —38 374,401 
eee . eae 
Montana’ .......... +1 — 46 26,717 
cosece +14 —31 20,860 
Wyoming aed ute | an 
Colorado +10 —19 98,962 
New Mexico eeee aad 
BERIEB  ccccccesses Sr ee 
i erenselsenden Jt. eee. || epee. (whe otto aan 
PROTON coccksccéses +17 —29 34,907 
DUE canseccesesede ence meaiven 
Washington — 65 —10 240,305 
Oregon —15 —40 44,415 
California + 5 —-22 2,046,687 
Cc J Ii. . ae 0UC~<C tC ~~ CO eee 
ie Mh he eg  )) ys ase. ts eakg i ie, Meek 
EE es | 2 eae eee Orme oe eee oa 
A cheRies ee cs! See | a wee Toi Madeees 
San Francisco, ise. dn. ria Pde) -— - teehee. = '*"-2 > eteoen 
Pn Th. eSeheds.” ba" ...1. 2. wanee-ah- + weee i he" Zbeank 


> Number does not apply in all cases to the "year-to-date figures. 
1 Insufficient data. *No ta. *As compared with $7,180,643 in 
January, 1945, and $10,598,038 in December, 1945. 





Canadian Hide Stocks Up 


Montreat, Can.—Stocks of raw cattle hides held by 
Canadian tanners, packers and dealers, were 882,448 at 
the end of December, compared with 825,435 at the end 
of November, and 596,461 at the end of December, 1944, 
the Dominion Bureau of Statistics has reported. Calf and 
kip skins decreased from 578,239 at the end of November, 
1945, to $522,868 at the end of December, 1945. Stocks of 
other types at the end of December included 98,976 dozen 
sheep and lamb skins, 427,767 goat and kid skins and 


29,242 horse hides. 
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Washington Newsreel 


[CONTINUED FROM PAGE 44] 


The tight footwear supply situation is primarily caused 
by an abnormal consumer demand. Discharged veterans 
have helped to swell consumer purchases. In addition, 
record low inventories at the end of rationing have con- 
tinued to decline as average per capita consumer pur- 
chases have increased. The post war consumer demand 
for footwear is much greater than that experienced dur- 
ing the late '30s. It is not likely that this demand will 
slacken off before heavy consumer durable goods become 
readily available, and some of the excess consumer pur- 
chasing power is drained off. 

While production will undoubtedly increase, particular- 
ly during the summer months, to a point where it is not 
unreasonable to expect a record output of more than 
500,000,000 pairs for 1946, there will be little likelihood 
of building up retail inventories until this excess pur- 
chasing power is taken up and consumer wardrobes are 
filled. 

When leather is more readily available, production 
totals will show a greatly increased output of men’s casual 
footwear. Demand for this type of footwear has increased 
because of the greater amount of leisure time available 
due to shorter working hours. 

While there are only isolated reports of inability to 
obtain shoes, consumers are finding it necessary to shop 
around in order to find particular styles and sizes. 

In short, it is not likely that manufacturers will be able 
to obtain all the leather and other materials required to 
meet consumer demand for at least the remainder of the 
year. 

While the abnormal demand for footwear is the most 
important factor contributing to the tight supply situa- 
tion, there are others of almost equal importance. In- 
creased competition for leather from other consuming in- 
dustries has troubled shoe producers. Some 200 new 
shoe manufacturers that have begun operations during 
the past year are also adding to the increased demand 
for leather. Demand for leather from all consuming in- 
dustries continues to the much greater than available 
supplies and this situation is expected to prevail for some 
time to come. Besides the large current demand, there 
is also a substantial back-log which cannot be filled in 
the immediate future. All varieties of leather are en- 
joying a high sales level, and no quantity, large or small, 
is ignored by the buyers. 

Another important factor is the reduced raw materials 
supply. In pre-war years approximately 12 per cent of 
the cattlehides, 20 per cent of the calfskins, 50 per cent 
of the sheep and lambskins, and practically 100 per cent 
of the goat and kidskins consumed in the United States 
were of foreign origin. 

It is impossible to obtain this quantity of bovine hides 
and skins from foreign sources at the present time. In 
fact, since the end of 1945 exports of cattlehides have 
been greater than imports. A small portion of these ex- 
ports are being taken by UNRRA with the remainder 
coming under international allocations. 

While this loss of foreign supplies has been partially 
offset by increased domestic production, the black market 
in meat has been making serious inroads into Federally 
inspected slaughter. 

Black market operators usually are not willing to take 
the risk of being apprehended by marketing the hides 
of the cattle they are diverting from normal channels. 
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Fall Trends in Review 


[ CONTINUED FROM PAGE 60] 


Along with this new high style trend toward more 
shoe-on-the foot, the very open look continues strong for 
Fall . . . open toes, open backs, open shanks, skeleton. 
ized shoes, chiefly, of course, in dressy types. The de- 
mand for closed shoes would, however, mean a consid- 
erable increase of these patterns in Fall lines if suff- 
cient new closed shoe lasts were avaliable. Best low 
heel closed shoe is the ballet pump; best high heel closed 
shoe, the d’Orsay pump. 

Low heels occupy a stronger place than ever before 
according to both shoe manufacturers and last makers, 
Half an inch is the lowest heel being used and 6/8 or 
7/8 are the best selling heights in flats. A very few 
heels go up to 28/8, with more at 24/8, but the volume 
high heel business is being done in 22/8 and 18/8, 
accordmg to authorities. A good many shoes on 21/8 
and 17/8 are also noted. Teen-Agers, we are told, want 
shoes on 10/8 and 12/8 for their school dances where 
formerly they wore flat heel moccasin types. (Just an- 
other sign of the growing style consciousness of the 
Teen-Ager.) 

As to colors and leathers for Fall, the story is chiefly 
black and brown in whatever leathers are available. 
Suede, other reversed leathers, smooth and crushed 
leathers, reptiles, alligator and alligator prints . . . they 
will all be used in whatever quantity obtainable. Wine 
for the whole shoe and as a trimming is included in Fall 
styles also, but in very small quantities. Colors, other 
than basic black and Town Brown, include a new brown 
named “Amber Brown”; a lighter tone, “Frappe Cocoa,” 
repeated for Fall; Cherry Red, and Fiesta Wine. With 
leather in such short supply, however, manufacturers 
and retailers can expect to have only very small quan- 
tities. From individual tanners there will be a few other 
novelty colors, including a brighter-than-navy blue and 
a green. 

The decline in the use of ornamentation is noticeable. 
Nailheads are on the way out in many lines: More and 
more, throat ornaments are giving place to trimming 
that is an integral part of the shoe pattern. Perfora- 
tions, contrasting color in platform coverings, pipings 
and bindings are increasingly used instead of “put-on” 
trimmings. As a consequence, we think, shoes are 
smarter in a more lady-like way. 

One of the most interesting developments has been in 
comfort type shoes. These have been taken right out 
of the “old lady running shoe” category and put into 
the style class, at the same time retaining their comfort 
features. This growing recognition that a shoe can 
both look smart and feel comfortable is an encouraging 
trend. It began with the style shoe which, year by 
year, has developed more and more comfort features 
in broad tread; low heel; flexible, cushioned sole; soft 
ventilated upper. Now the process is seen in reverse, 
comfort shoes are becoming style-minded. 
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Regulation Army Shoe_ mace 
on Munson-Marching last, selected an- 
tiqued brown elk leather uppers, full 


leather gusset, grain leather insoles, drill 
lined, oak bend soles, rubber heels, 
GOODYEAR WELT CONSTRUCTION. 


Sizes 6-12 $4.15 
E Width per peir 


Style No. 3244 


Driller’s Boot 
Designed originally 
for the oil driller, 
now utilized in many 
fields as a deluxe 
utility boot, selected 
black elk uppers, 










Style No. 3740 








hard cap toe, 9 inch 
height, two full dou- 
ble leather soles, 
viscolized outsole 
leather heel, grain 
leather insole, hooks 
and eyes, GOOD- 
YEAR WELT CON- 
STRUCTION. 


Sizes 7-1! 
E Width 


$5.25 


per pair 


Engineer's Boot —asco’s 
contribution to the needs of Outdoor 
Men. Heavy oil-tanned uppers, vis- 
colized oak bend outsoles, leather 
heels, grain leather insoles, strap 
and buckle at instep and top, steel 
shanks, scientifically designed for 
durability and weather resistance, 
17 inch. height. GOODYEAR WELT 
CONSTRUCTION. 


Sizes 6-12 $7.90 
per pair 


D Width 


JUST BETTER! 


¢ BETTER MATERIALS 
¢ BETTER CONSTRUCTION 


¢ BETTER FITTING 
* BETTER EYE APPEAL 


It's just better all around 
ALL IN STOCK 
IMMEDIATE 
DELIVERY 










Garrison Boot —_weavy 
brown retan leather uppers, plain 
toe pattern, regulation high garrison 
back, top grade oak bend soles, 
rubber heels, grain leather insoles, 
GOODYEAR WELT CONSTRUC- 


TION. 
Sizes 6-12 $4.10 
E Width per peir 








Style No. 3242 





Work Shoe — Made on new improved 
wood, plump black elk uppers, plain toe 
blucher pattern, hooks and eyes, full leather 
midsole, oak bend leather outsoles, grain 
leather insoles, rubber heels, GOODYEAR 
WELT CONSTRUCTION. 


Style No. 3243 exactly as above exc with GOOD- 
YEAR ALL WEATHER CORD SOLES. 


Sizes 6-12 $4.00 
per pair 


E Width 
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THE ARNOFF SHOE CO. Inc. - 101 Duane Street - New York 




















QUILTED 
NOVELTY 
FOOTWEAR 


with “eye appeal" that means 


INSTANT SALES 


—-—IN STOCK —— 


Available in a 
Variety of Colors 


and Fabrics 


EXCELLENT FITTING QUALITIES - - - 
NO SIZE PROBLEMS 


°tE-Z HOUR’’ QUILTED 
FOOTWEAR 

is adding extra profits to shoe store and 

shoe departments in many of America's 

Finest Stores. 


Write for 
Detailed Information 











Put Your Best Foot Forward 


[CONTINUED FROM PAGE 55] 


high, chest high hips scooped under, arms blithely 
swinging, steps even and light? Of course, that’s im- 
possible if your feet hurt. If you have had any foot 
difficulty that keeps YOU from enjoyable, healthful 
walking, take time during Foot Health Week to consult 
with your shoe man or podiatrist. This week is set aside 
by good shoe stores and foot specialists to emphasize the 
importance of proper shoes and proper foot care—the 
way to a good foundation for a healthful, graceful body, 
greater proficiency at your sports, fuller efficiency at 
work. So take advantage of this opportunity for con- 
sultation and check-up for your feet and shoes. 


Much Foot Trouble Can Be Prevented 


Most children are born with perfect feet—yet some 
persons claim that fully 90 per cent of all adults have 
some form of foot trouble, much of which can be pre- 
vented or corrected. In other words, very few persons 


_ need to “endure” their foot ailments, because they can 


be relieved, or often entirely corrected. It’s particularly 
important to have a check-up of your feet and shoes 
NOW, because as warm weather comes on there are 
bodily changes. Feet swell, circulation changes occur, 
pains and disabilities light up only to be extinguished 
by correct shoes which permit, and do not hamper, ad- 
justment to seasonal changes. 

If warm weather causes your feet to become hot, 
burning, congested, uncomfortable, swollen, it is wise 
to have your feet and shoes examined. There are many 
other ailments attributable‘to foot neglect, also. Now, 
during Foot Health Week, take time for a complete 
check-up of your feet and shoes. 


It Takes Eighteen Years To Make An. Adult Foot 


Anyone who has ever seen the amazing change in the 
walk of a small child when correct shoes take-the place 
of too-short shoes need any further reason for watching 
the youngsters’ shoes and having a regular check-up by 
a competent shoe man at frequent intervals. Shoes 
should be measured against an outline of the child’s foot 
made on a sheet of paper with the child’s full weight 
upon the foot—this outline should not extend beyond 
the shoe sole at any point. There should always be room 
for any child’s toes to set down in a natural uncrowded 
position; the heel should be fitted snugly. 

Remember, children’s feet take eighteen years to 
reach maturity—properly fitted shoes are essential to 
their proper growth. Now, during Foot Health Week, 
have your children’s shoes and feet checked by a com- 
petent shoe man or foot specialist. 

Out of your own experiences and those of others who 
participate in Foot Health Week, you can develop many 
more pertinent themes for the papers’ writers, and for 
editorial type ads. They can be written by the contribu- 
tors themselves, or given to a writer in an interview. 
The idea is to be sure that newspapers, radio, and per- 
sonal appearances at all appropriate gatherings shall 
make the public completely aware of and interested in 
Foot Health Week. 

You shoe men who do a conscientious fitting job have 
much to talk about. Foot Health Week is good news— 


make it BIG news in your community. 
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with Playtops it's just ONE success after another ... 


4 


LATEST SENSATION 


Irs not easy to make the perfect men’s leisure shoe. 
it must be light, flexible and easy-going. Playtops are! Yet, it must be 
sturdy enough to stand punishment. Playtops do! Must be made of 
masculine-looking leathers, plump, rich leathers in colors that real he-men 
will wear. Another score for Playtops! But, for a perfect score it must have 
still more. Its eye appeal must breathe COMFORT, speak STYLE, exclaim 
VALUE. Playtops do, and their sales record proves it. 


ORDER TODAY 
FOR 
PROMPT 
DELIVERY 


MEN’S BROWN ELK 
CASUAL 
Platform, genuine leather soles 

California construction 
6-10 
Size Runs: 4 7-11 
( 8-12 

Minimum order 24 pairs 


$3.80 
Delivery: May-June 
Terms: 2% 10 days net 30 


Our line will be exhibited at the Style Show in 
New York, from April 28th to May 2nd — Room 
547, Hotel New Yorker; and at Augusta, Ga., May 
5th to 8th —Room 502, Hotel Sheraton Bon Air. 


SHOE & SLIPPER CORPORATION © 200 CHURCH STREET. NEW YORK 13. W. Y. 





ALONG COME 


Sop’ 


FEATURING 


LOOPED GHILLIE 


Brighter, better days are coming for Pippins dealers 
because Pippins themselves are stepping out in new, 
gayer attire. Yes, Pippins, sensational slipper promo- 
tion, now offer casuals too, gorgeously styled, beauti- 
fully made of rich, colorful Elk leathers. But these new 
Pippins, like Looped Ghillie pictured above, have all 
the flexibility which has won so many friends for 
Pippins’ slippers. Retained too, for more comfortable 
lounging and walking, are the justly famous arch 
wedge heels with softly cushioned heel seats. No won- 
der each season Pippins become a more important 
and more profitable promotion with more and more 


dealers. to Retail Profitably at 
" $4, « F§, 








Attracting the Prospect 


A WELL-KNOWN retail expert was once asked which 
sales step was the most difficult to get a prospect to take, 
and he replied, “The hardest step is that first step acrog 
the threshold of the store.” 

This may seem to be a different aspect from that which 
the alert shoe retailer habitually considers in the sales prog. 
ess. However, this step is highly important, for when the 
prospect decides to enter your store you have already won 
a point he is interested enough in you and your merchap. 
dise to come in and look around. From this point on, your 
sales ability decides whether or not you ring up the cash 
in the till. 

Now, what brings the customer or the prospect to the 
point where he takes that first step across the threshold? 
Good Displays. The shoe retailer who has clean, bright, 
attractive window displays will induce prospects to cross 
the threshold. Something they see in that window, or some 
thing it makes them think of, will bring them into your 
store to ask for an article or to seek information. 

Good Advertising. Advertising, properly employed, isa 
wonderful salesman. Use it to broadcast to your customers 
and prospects the messages that can mean much to cus 
tomer satisfaction. Advertising works at a low cost when 
you consider the numerous contacts that it makes. 

Quality Merchandise. Good merchandise will cause the 
prospect to take that important step across the threshold. 
Once a quality product has been tried and found satisfac- 
tory, the word spreads far and wide. This publicity brings 
many a customer to investigate. Once you stock proved 
products of this kind your sales job will be greatly sim- 
plified. 

Clean Premises. Many a prospect will take that step 
because the store is kept in clean condition. The prospect 
rightfully thinks that a merchant who thinks enough of his 
business will take care of it properly. If the store is 
painted and is clean and in order, it very likely follows 
that the products and services are of the best and are 
handled in a businesslike manner. 

Friendliness. The merchant who is friendly helps many 
a prospect to take that first step across the threshold of 
his store. Customers often go out of their way to buy at 
a store where the merchant is friendly and helpful. 

Cash Policy. A cash basis of doing business will bring 
in many a good prospect. The poor credit risks will stay 
uway, but the cash buyers will come. 

Planned System of Sales Promotion. The merchant who 
has a planned program of sales promotion will find that 
this will attract many a prospect. Promotions advertise the 
merits of the products you handle. Good sales promotions 
reach out and make a bid for the attention of the propect. 
The proper promotion wins the approval of the prospect 
after he buys, for he is satisfied with his purchase. 

The shoe retailer who has a sales promotion plan that 
operates throughout the entire year finds that one step 
leads to the next, so that a unified, powerful impression is 
made upon the mind of the prospect, and sooner or later 
he decides to come into the store and buy. 


Acquire Additional Space 


New YorK—The Associated Merchandising Corporation 
has acquired additional floor space at 469 Tenth Avenue, 
corner of 36th Street. This space is to be used in expat 
sion of special buying activities, for wholesaling, jobbing 





and warehousing, and for import and export business. 
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What Do Customers Expect? 


WHEN a customer walks into your store, does it occur ft 
you that in his mind there are a number of things which 
he feels he has a right to expect of you as a businessman? 
He would .not have come into your store unless he had 
believed that you are the type of merchant with whom he 
wants to trade. In this respect you are to be congratulated 


However, before he becomes a regular customer there 
are a number of things which he feels he has a right to 
expect of you. If you measure up, you may get his regular 
trade. If you don’t, that regular business may go else 
where. 


Aside from the question of complete stocks which is 
universally difficult these days, the customer expects you 
to offer him: 


1. Complete and courteous service. Surveys throughout 
the nation reveal that most customers complain of a lack 
of courtesy on the part of the average retailer and his 
sales staff. The customer expects prompt attention to his 
needs, intelligent handling of his purchase, and he should 


get it in the efficient store. If he does not get it he will. 
go elsewhere. Service includes all the operations required? 


to secure the satisfactory adaptation of the products to the 
customers’ needs. The detailed work of providing com- 
plete service involves a high degree of efficiency and under- 
standing, politeness and consideration, plus elimination of 
red tape. 


2. Prices which are fair. Price plays an important part 
in every business transaction, yet it is not price which the 
merchant sells primarily. He sells the use or quality or 
beauty of the merchandise he stocks. The price he charges 
for such merchandise must be based on costs, plus a fair 
profit. 


3. A good neighbor. The costomer expects the shoe re- 
tailer to be a good neighbor to all in his area. A good 
neighbor takes an interest in and promotes every worth- 
while civic enterprise according to his time and ability. 
The merchant who is a good neighbor builds a bank of 
good will which pays handsome dividends over the years. 


4. Leadership. The customer expects the merchant to 
be a leader in his field. The customer will not buy at @ 
store where the owner has a reputation for slipshod mer- 
chandising and handling of customers. He wants to have 
confidence in the man from whom he buys, and he should 
get it. 


i 


Shoe Buckles Get Attention 


Sr. Paut, Minn.—Schuneman, Inc., calls attention to 
ttriking buckles for shoe trimming by displaying them in 
a case placed at the juncture of a traffic lane which leads 
past the shoe section antfone that comes from another 
part of the store. 


The buckles range from an ornament for a street shoe 
to very fancy buckles for evening slippers. Many of the 
buckles are made of leather, some edged with metal trim. 

The ornaments are shown on glass shelves in the case. 
Each pair of buckles is arranged singly so that selection 
may be made without confusion. 

Few people pass the case without stopping to examine 
the buckles. Although they may not purchase the buckles 
at the moment, they take the memory of them away to 
recall when buckles are needed. 


The shoe salon reports that sale of buckles is good. 








In SIX SHORT MONTHS, Pippins have become the first 
love of America’s fastest slipper departments. And, the 
reason for this unheard-of popularity is indeed a simple 
one. Pippins, America’s Cleverest Slipper and Outdoor 
Casual Set-up brings them the Right promotion at the 
Right time . . . styles that are selling in correct colors and 
combinations and in fashion-approved materials. Cur- 
rently in favor is this TRACERY design embroidered in 
multi-color combinations. Of course, it was a Pippins first 
and it features the famous Pippins construction, which 
insures flexibility for its platform. And Pippins’ arch wedge 
and softly cushioned heel seat make it the very picture of 
comfort. For the stream-lined slipper selling you will find 
so necessary in the competitive seasons ahead, Pippins, 
the complete slipper and outdoor casual set-up, becomes 
a “must.” Take a peek at Pippins picture before you make 
any further commitments. 
Write for display material, 








“a is always smart when he takes 


time out for leisure. He's doubly 
smart when he selects the right foot- 
wear to relax in —shoes that are 
made-more comfortable, better fitting 
for lazy hours— shoes fitted with 
SHUGOR. And he’s smartly shod, 
because SHUGOR adds a style touch 
while contributing unparalleled com- 
fort to shoes that bring a man the 
restful ease his feet deserve. For fur- 
ther information on style or construc- 
tion details, write 
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THOMAS TAYLOR & SONS 


INCORPORATED 
HUDSON, MASS. 









COPYRIGHT 1946 
THOMAS. TAYLOR &@ SONS INC. 
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MARGARET 
O'BRIEN 


currently starring In 

“Bad Bascomb” and 
“Our Vines Have 

Tender Grapes” 





April 15, 1946 
























AMERICA'S SWEETHEART LINE . . . and the 


sweetest set up in the world, is available againlll 
You'll thrill to the exciting different styles . . . and 
the amazing color tones. They're new, and wonder- 
fully attractive, and they're terrific box office win- 
ners in leading Juvenile Shoe Salons from Coast to 
Coast. 


MARGARET O'BRIEN SHOES will be on display at the Style 
Show at the Hotel New Yorker, Room 822, from April 28th 
thru May 2nd and as usual at our New York Showroom— 
Suite 458, Marbridge Building. 


IBRUST FOOTWEAR COMRP. 
- 147 WEST 34TH ST., NEW YORK 1, N.Y. 
CHICAGO OFFICE, 189 W. MADISON ST. 





wher- 

2 L box tc Celastic 
answers the of the shoe manufacturer 
for careful definition of toe outline. It’s the 
responsiveness of Celastic to the toe lines of 
the last, its structural strength, that make 


Celastic important to toe styling. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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You've probably seen the ads—in CALLING ALL GIRLS, 
MISS AMERICA, SEVENTEEN. They’re creating teen-age acceptance for 
Polly DEBS which, conservatively speaking, is “slightly terrific’. Here’s style appeal which 
overcomes teen-age objections to “children’s” shoes, plus Poll-Parrot’s basic fit, 
comfort and wear—musts with every mother. Keep your eye on this 
new ling ... when it’s generally available, a whole new market 


will open up for you! 


Khel ohasoncffend DIV. INTERNATIONAL SHOE COMPANY ST. LOUIS 3, MO. 


April 15, 1946 : 9 








For the present at least, 

Mrs. Day’s production of Ideal 

Baby Shoes is reserved for established 
dealers, and is allocated among them on a 
rigid quota basis. 


With Easter the Spring crop of rabbits and babies emerge. 
At least so it must seem to the merchant who, for the two 
weeks previous to Easter, is faced with a brightly polished 
army of babies of various ages, all of whose parents seem 
to have but one matter on their minds, namely 4 new 
pair of Ideal Baby Shoes for their young bopeful. 


Yes, Easter is a great booster for the shoe business in 
normal times, but it’s just one more headache for the mer- 
chant who must reconcile this increased business with his 
allotment of Mrs. Day’s Ideal Baby Shoes. Obviously 
only some of his baby customers will be fortunate enough 
to be fitted with these safe, healthful shoes. But, the 
fact remains that each baby so fitted will wear the same 
fine Ideal Baby Shoes which have built such an excellent 
reputation for Mrs. Day and for him. 


MRS. pay’s IDEAL sasy sHOE co. 


e DANVERS © MASSACHUSETTS 


1070 MERCHANDISE MART 
CHICAGO. ILLINOIS 


71 WEST 35th STREET 
NEW YORK 1. N. Y. 





The Marines Had 
A Leisure Shoe 
[CONTINUED FROM PAGE 64] 


leisure style was born. It seems that 
these weary fighters, though thoroughly 
comfortable in their combat shoes, 
—_ them a bit too high-cut for thig 

outh Pacific leisure wear, and pro- 
ceeded to make them more comfortable 
by untying the laces to relieve preg. 
sure about the ankles. This made them 
much more comfortable; but, of course, 


‘| no self-respecting Marine could afford 


to be caught with his shoes untied by 
the sudden alarm of a marauding Zero, 
The story goes that one enterprising 
sergeant, who must have been the son 
of a shoe designer, conceived the idea 
of cutting away the top portion of the 
upper, leaving the backstay and taper- 
ing the job neatly down in a rakish 
curve to the fourth eyelet. Result: A 
high-boy which had all the comforts of 
home, plus much-needed “air-condition- 
ing” for those sultry tropic twilights. 
They could be kept tied and while re- 
taining all the justly famous comfort 
of the combat shoe, a new and rakish- 
looking boot evolved, which was remi- 
niscent of the jodhpur, the high-boy, 
and the garden boot. 

Now it seems that to one of these 
paradises of relaxation there came one 
day, with his Seebee outfit, a young 
lieutenant, one David Quigley by name, 
himself the son of a well-known New 
England shoe manufacturer. And, al- 
though installations were his business 
of the moment and lasts and patterns 
the farthest things from his engineer- 
ing mind, Quigley could not leave his 
shoe man’s eye back at home. He real- 
ized instantly that here, resplendent 
beneath the tropical palms, was a pat- 
tern for which shoe designers had been 
searching for years. It had all the 
smartness of the jodhpur, the world- 
famous and remarkable fitting qualities 
of the finest fighting: shoe ever made, 
plus a rakish curved top line that was 
really unique in men’s shoes. 

“This,” said Quigley, “is something 
to write home about.” But luckily he 
did more about it than just that. He 
cut down several pairs of combat shoes 
of his own and demonstrated the luxury 
of this new shoe to his own personal 
satisfaction. Then, taking from the 
word “boondocking,” which, as we have 
pointed out, is the Marines’ word for 
“lounging around,” he gave to this shoe 
a great promotional name. That’s how 
“Boondockers” were born, and they’re 
soon to be launched on what is sure to 
be a successful career when Fellman, 
Ltd., New York retailer, starts active 
promotion of three “Boondocker” pat- 
terns about May ist. They’re all made 
over the comfortable combat shoe last, 
one with a fine Moccasin-front in natu- 
ral colored leather; a second with a 
wing tip and a third with a butted 
straight tip in a light tan; and to add 
still more to the rugged look which is 
characteristic of this shoe, Barbour 

[TURN TO PAGE 123, PLEASE] 
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Here’s where you look 
for Carpet-Wear promise! 


Planning to re-carpet? Look for a carpet 3. Is available in a variety of patterns and 
with a label that says “from the looms of colors, which simplifies your problem 
MoHAWK’”’—a carpet that has been of selecting one to harmonize with your 


decorating schemes and your fixtures. 


1. Made to stand the hardest kind of wear 


In other words— Buy a Monawk “TRAFFIC- 
for years— 


TRED.” Its Balanced Construction makes it a 
2. Will stay fresh and bright for as long as §_ good sound carpet investment that stands 
it wears— hard wear beautifully! 

















V0 
CARPS:8 
BALANCED enn —._| 


MOHAWK CARPET MILLS, Inc., Amsterdam, N. Y. 


April 15, 1946 93 
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in a 7-point program to 


acquaint you with the benefits of 


your MATRIX franchise 


Your “Footprint in Leather” means 


An Exclusive Comfort Feature 
-Nationally Advertised 


Millions of men ore reading about your footprint 
in leather—in Newsweek, Esquire and the New 
York Times. Millions of men are learning that... 





There's only one shoe that fits feet naturally 
right from the first step ... only one shoe with 
your footprint in. leather a perfect curve-for- 
curve copy of the sole of the human foot, 


That's why Matrix is the 
only shoe that can tell this 
unique foot-comfort story. 
That's why Matrix national 
advertising is building the 

greatest potential shoe sales 
in the industry ... with the 
magic words: your footprint 
in leather! 
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 MATETL SUES 


. . Made by the House of Heywood in Worcester, Mass., since 1864 





Production—Or Inflation 


[CONTINUED FROM PAGE 62] 


ing the war. Most schedules provide 
employment at the rate of a 45 to 4g. 
hour week, which is higher than the 
actual work turned in during the war. 

As a matter of fact, all American 
industry as a manufacturing group, 
and none of its large segments such ag 
steel, textile, automobiles or petroleum, 
worked nearly as long a work-week 
during the war as seems generally 
imagined. 

Our government’s Bureau of Labor 
Statistics, U. S. Department of Com- 
merce, reports that all manufacturing 
operations showed an average wartime 
work-week of less than 41 hours per 
week in 1941—less than 43 hours per 
week in 1942—and approximately 45 
hours per week in 1943 and 1944. 

The average wartime work-week 
from start to finish was only about 43 
hours per week. 

Now we can beat this with more pro- 
duction and therefore more pay, more 
goods, more everything. The jobs are 
waiting and so is. the market. 

Our civilian needs, unfilled during 
four long years, are perfectly enor- 
mous. Further, surprising as it may 
seem, our population has increased 
more than 6,000,000 people during the 
past four years. 

We need more goods of every kind 
than at any time in the history of our 
country. 

For example, we need at least three 
and a half million new houses to live 
in right now, with nearly everything 
that goes into them from baby carriages 
to boilers. Yet, it looks as though we 
will not build and outfit more than half 
a million new houses in 1946. 

We need 2 billion dollars’ worth of 
new retail store, restaurant and hotel 
fixtures alone. 

We need 13 to 18 million new auto- 
mobiles. We need 2 million new trucks. 

Yet automobiles are wearing out and 
disappearing from our roads at the 
rate of about 5000 each day. Every sun- 
rise fewer wheels are ready to turn. 

We must go into a second all-out pro- 
duction effort. Better factory tools, de- 
signed for peacetime, are available and 
they must be used quickly. 

Our second all-out effort will turn 


| out to be a dud, however, unless we all 
| recognize that the first necessity is for 
| more work—more real work. 


We can shadow-box with the subject 
of inflation, duck in and out of the 


| windy tunnels of economic darkness 


and think up long work for short ideas. 
But we come back to it in the end. 


} There is no solution for inflation and 
| high prices without work. Production. 


Next, we have to produce more and 
better things at lower cost and prices, 
so that more people can buy them, and 
in this way keep the factories rurining 
and the mines working, the looms turn- 
ing and the fields in furrow. 
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"YOU'LL AGAIN BE FRAMING 
THE FEET OF YOUR CUSTOMERS 
IN “OLD FAMILIARS” 


Let the rains come and the snow fall! 
Your early bird customers won't have 
to worry next winter because 


the Servus line of popu- 
lar, fast -selling rubber 
footwear will be on your 
shelves again. 

Yes, quality Servus 
footwear for men and 
women will be rolling 
onto the market in ever- 
increasing quantities in 
time to help you meet 
your fall and winter de- 
mands. 


Fall, 1946: A Preview of Things to Be 


These “old familiar” trade marks—symbols for 25 
years of the latest in style, the finest in quality and the 
trimmest of fit—will identify every Servus shoe. Your 
customers are watching for Servus products, and, for- 
tunately, you'll be better equipped to serve their needs 
this fall than at any time since shortages became the 
talk of the day. 


THE SERVUS RUBBER CO. 


ROCK ISLAND ILLINOIS, U.S.A 


LAMBERTVILLE DIVISION Pim £ een Uek 2 eae a, = i 





BE BE BOND CEMENTS for Foiding— 
“built” to run in the GPC Cementing Machine 
Model C. Each number lays an even ribbon of 
cement on the folding margins of uppers. 


#7780 — Strongest bond and longest tack 
period of any Folding cement we have yet 
developed — dries fast— folds nicely as soon as 
film is dry. 


#7783 — Adequate bond for use under 
average shoe factory conditions—fast drying 
tima—overnight tack —good rub off. 


mulation 
ments 


A STRIDE FORWARD in the develop- 
ment of synthetic cements of the Latex type 
measured in terms of: — 


STRONGER BOND 
LONGER TACK PERIOD 
FASTER RATE OF DRY 


The performance of BE BE BOND CEMENTS 
is maintained through constant laboratory 


Boot and Shoe Recorder 





Our policies are 
bearing fruit for AIR-O-MAGIC dealers . . . and no 
wonder! Now that increased production is on the way, 
the fact that we never skimped on a single one of 
their 88 famous comfort-construction features 
creates a foundation of good will for you! Make the 
most of it .. . tie in with our dramatic and powerful 
national advertising, featured in more magazines 
than any other men’s shoe. Old friends must be 
served first, of course . . . but it won’t be long now 


before we can make new onés happy too! 


& T ow \ > a. 
tenn Soee 


MARION SHOE DIVISION - DALY BROTHERS SHOE CO. INC., 309 WEST SECOND ST., MARION, IND. 


April 15, 1946 
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Store Observes 94th Year 


CoLumBus, O.—In March, Greiner’s 
Shoe Store in Columbus celebrated its 
94th anniversary, and during all that 
time the store has been located on the 
corner of Main and Fifth Streets. 
Many years ago Main Street was called 
Friend Street, and the corner where 
the store was located was a stage coach 
stop. Harry C. Greiner and Robert M. 
Greiner are the present owners of the 
business, which is serving the third 
generation. 

Store carries men’s, women’s, and 
children’s shoes; doctors’ shoe prescrip- 
tions and a shut-in and hospital ser- 
vice are special features. Firm has six 
orthopedic shoes fitters to serve its cus- 
tomers. 


Designed to Attract 
The Coke Crowd 


[CONTINUED FROM PAGE 53] 


the stockroom directly behind the wall 
of red chairs. Although the stockroom 
looks small, it is long and narrow, and 
15,000 pairs of shoes can be stocked 
here, and each pair of shoes located 
instantly. 

The entire wall on the side of the ele- 
vators is a mirror reflecting the length 
of the opposite wall and doubling the 
apparent size of the room. Some of the 
smart styles on hand for the “Coke 
Crowd” are beige buckskin loafers and 


ballets in all types for outdoor or in- 
door wear. Especially attractive is a 
perforated, suede loafer which comes in 
green and Burgundy for year-round 
wear. Another popular style is the 
moccasin loafer in single and two-tone 
combinations of white and brown. For 
dressier occasions are low heel sling 
pumps in brown, black, navy and 
patent, 


About halfway down the Starlet 


Room is a modernistic archway. The 


base provides a shelf on each side for 
further display of shoes. 

A convenient system was developed 
to eliminate lost motion for the sales- 
man and loss of time for the customers. 
When a customer enters the section, 


she is greeted and asked what type of 
shoe she had in mind. The “greeter” 
then turns the customer over to a sales- 
man who seats her directly before the 
section of the stockroom where the type 
of shoes requested is located. 

Over to the right, through another 
pair of cretonne curtains, is an attrac- 
tive and luxurious powder room. To the 
left of the elevator doors is a squared- 
off wrapping counter which blends with 
the contours of the room. A lucite case 
will be stationed before the mirrored 
wall as soon as it is available. Stars 
will twinkle from the ceiling as soon as 
they can be obtained. 

James O’Hara is buyer for teen-age 
shoes. 


This Junior Business 
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plexion of this age group, special cos- 
metics—fresheners to carry in their 
bags, colognes light as Spring air, 
courses to slim and glamorize, and ex- 
ercise aids for the busiest girls in the 
world. Last, but not least, the two-way 
stretch which revolutionized an entire 
industry because it was and is the most 
sought-after garment of the foundation 
items. It all started with the juniors! 

And juniors and two-way stretches 
and soft, soft shoes all go together. For 
the girl with the new job, or husband, 
or baby, wants to be comfortable. She 
buys time-saving devices for her home 
or apartment and wants casual shoes 
for every outfit, activity and occasion. 
That is one reason for the popularity 
of this type of shoe with these young 
women, for it’s pretty, comfortable and 
light. It’s like the two-way stretch— 
soft, healthy and comfortable. 

A recent national survey asked jun- 
iors what they’d like changed in shoe 
departments. The replies were over- 
whelmingly for bars or counters staffed 
by young salespeople, where they could 
see more merchandise and try: it on 
themselves. It saves time; it saves 
argument with older salespeople who 
aren’t convinced that these soft little 
shoes fit as easily as a glove. 

On the size problem, the juniors who 
answered the survey were indignant— 
not about the shortages or lack of at- 
tractive shoes so much as the scarcity 
of sizes—their sizes, the long and nar- 
row. Girls’ feet are longer. The model 
agencies who file the factual data on 
the glamorous girls of junior build have 
few who wear size four or five. Rather 
sevens and eights predominate. It 
doesn’t spoil their beauty a bit, when 
they wear the right shoes. The girls all 
over the country are looking for larger 
sizes. No stock or sales record tells the 
real size story, for it doesn’t record the 
number who asked for, but could not 
get size 8, 9, 10 or 11. Sizes do differ 
in localities, and the store which is 
planning to cash in on this shoe busi- 
ness should survey the section to find 


out the size needs of business girls, col- 
lege students and young homemakers, 

Unlike her teen-age sister, the junior 
dresses up, for to her dates and parties 
and dances are important occasions. In 
the junior dress department are an 
assortment of school, office, date and 
formal dresses. In a junior shoe de- 
partment complementary merchandise 
can be carried. There is a definite need 
for dressy shoes in the lower heeled 
categories, as well as for street, play, 
house, lounging and formal wear. These 
easy-to-buy shoes can be linked with 
other merchandise for this group. The 
college-going veteran’s wife, the young 
chemist and the new mother are busy 
people, who shop as they play, on a 
schedule, and like to find allied mer- 
chandise together. 

To date only a few stores have actu- 
ally started operation of a junior shoe 
department. One large group of stores 
has plans for the earliest possible debut 
of such departments. Junior sections 
are not limited to department and spe- 
cialty stores, for an attractive floor, 
corner or division of a shoe store can 
be earmarked and decorated for this 
special customer group. 

Naturally shortages of basic shoe 
materials do not warrant a grand ex- 
pansion program at this time. How- 
ever, by segregating desirable merchan- 
dise into a section and staffing it with 
the youngest of the salespeople, the 
store can make it a proving ground for 
junior shoe types and the new but 
trained staff. 

The junior is a good customer to cul- 
tivate, for she purchases often, is the 
basis of the young family spending 
power, and will be loyal to the stores 
who serve her best. Junior departments 
require skillful buying from shoe 
sources which are just developing. A 
mutual understanding of the market 
needs, a study of junior clothes avail- 
able and the shoe types needed to co- 
ordinate with them, mark the starting 
point for a brisk junior shoe depart- 
ment in the not-too-distant future. 
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app COLOR ro your ran sHozs 


witu BE SF TONE 


Tones of Brown — Wine — Mahogany that provide a lasting 
depth of color —that rich hand-rubbed appearance. A new 
formula for “toning” tan shoes to meet the customer's approval. 
BE BE TONE rubs on and wipes off easily without streaks. 
BE BE TONE brings out the grain of the leather, darkens stitch- 
ing and perforations. 


BE BE TONE is widely used by shoe 
manufacturers for color antiquing — now 
available in pint jars for application by 
the shoe retailer and repairer. 


Sold by Shoe Findings Dealers 
and Shoe Store Supply Houses 
#15 Medium Brown #28 Mahogany 

#18 Dark Brown #31 Wine 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 








Buyers Flock to Three Shoe Shows 





Heavy Attendance Reported in Boston, New York and St. Louis, as 
Retailers Try to Secure Enough Merchandise for the 
Coming Selling Season. 


Boston, Mass.—Heavy buyer attend- 
ance at the New England Shoe Market 
Week, held under the auspices of the 
New England Shoe and Leather Asso- 
ciation, was divided, generally speak- 
ing, into three classes. There were 
those, mostly buyers of shoes in vol- 
ame, who having already placed their 
orders for Fall staples, came here to 
see novelties and to discuss quotas, 
prices and delivery dates. In the sec- 
ond category were all those, many of 
them independent merchants and some 
from as far away as the West Coast, 
who were eager to place initial orders 
and who hoped, furthermore, by contact 
with their sources, to speed up delivery 
of late Spring and Summer footwear, 
some of which is long overdue. In the 
third class were those few who, feeling 
themselves as well covered for Fall as 
conditions will permit, attendéd the show- 
‘ing in order to size up. new materials, 
new shoemaking techniques and to ob- 
tain all available information which 
may be of value when conditions be- 
‘come more nearly normal. 

That being the case, the New En- 
gland showing early resolved itself into 
a series of conferences, in the lobbies 
of the participating hotels in some 
‘cases, but more frequently in the sam- 
ple rooms of manufacturers. All three 
‘were interested in the raw materials 
situation and persistent in their at- 
tempts to find out what improvewent 
may be expected in the near future. 

On this score, manufacturers reported 
only what is known—that heavier 
upper leathers are still impossible to 
obtain in anything like the desired 
‘quantities; that lighter weight upper 
leathers may be obtainable in larger 
quantities within a reasonable time; 
that sole leather of the type ordinarily 
specified for use in men’s footwear is 
scarce and that at the moment at least, 
little relief is in sight. 
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Emphasizing the covered-up look and the 
matching of footwear with clothes, this 
costume by Tina Leser in Celanese fabric 
with sandals of the same fabric and 
white leather was shown at the showing 
in Boston. The design was suggested by 
Miss Leser and made by the N. E. S. L. A. 





Four hotels, plus the entire whole- 
sale district; participated in the week 
which, beginning on Sunday, April 7, 
came to a successful conclusion on 
April 11. Most popular of the hotels 
were the Statler, with approximately 
250 exhibitors, and the Parker House, 
where more than 100 were gathered 
under the auspices of the Boston Shoe 
Travelers’ Association. At the Copley- 
Plaza there were 30-odd, and a round 
dozen were housed at the Touraine 
Hotel. 

Feature event of the week was the 
fashion show on Monday evening at the 
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Cost Absorption Policy 
Liberalized by OPA 


WASHINGTON—Liberalization of the 
cost absorption policy to enable whole- 
salers and retailers of many consumer 
goods to pass along to the ultimate pur- 
chaser the amount of price increases 
granted individual manufacturers has 
been announced by OPA. 

Effective April 1, the ruling states 
that distributors in general are not re- 
quired to absorb future increases in 
price for individual manufacturers for 
Jeather and leather products, textiles, 
clothing, shoes, consumer hard goods 
and other items re-sold under March 
1942 freeze ceilings of the General 
Maximum Price Regulation or the 
orders covering seasonal commodities. 

The price agency emphasized, how- 
ever, that the policy requiring distribu- 
tors to absorb industry-wide, as con- 
trasted with individual, adjustments in 
manufacturer’s ceiling prices, remained 
unchanged. 

In order to be eligible for permission 
to pass on the price increase, a dis- 
tributor must have received a notice 
from his supplier of the percentage 
amount of the individual adjustment 
granted the manufacturer and stating 
that OPA has authorized a distributor 
to increase existing ceiling prices by 
this percentage. 

Specifically excluded from the ruling 
are products subject to dollar-and-cent 
prices at retail or prices required by 
OPA to be pre-ticketed; solid fuels and 
building materials; and certain ma- 
chinery items that have received hard- 
ship increases. 

Also, when an increase granted an 
individual manufacturer is part of a 
general program to increase all ceiling 
nrices of a product; and when resale 
margins are so large as to indicate that 
an increase is warranted. 

OPA said that while the number of 
individual increases might be large, 
they still would account for only a 
small part of total sales volume. 
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Kay’s-Newport Opens Luxurious New Shoe Store in Boston 


oe > 


Looking from the entrance toward the rear of the new 

Kay's-Newport store at Tremont and Boylston Streets, 

Boston. A bas relief map of Newport on the far wall Is 
flanked by niches used for display purposes. 


Boston, Mass.— Under the now- 
familiar name of Kay’s-Newport, Bar- 
ney L. Kay, who operates stores under 
his own name in both Newport and 
Providence, R. I., recently opened his 
second Boston store at one of the city’s 
most famous corners, Boylston and 
Tremont Streets. On the latter side it 
faces Boston Common; on the other, the 
Touraine Hotel. It is in almost the ex- 
act geographical center of the quality 
shopping district. 

Large display windows which front 
on both streets are panelled in bleached 
oak which makes an effective back- 
ground for shoes of any color or de- 
sign. The entrance on Tremont Sireet 
is topped by an elaborate marquee sup- 
porting the name of the store in letters 
formed of neon lights; and a frieze of 


metal window boxes filled with shrub- 
bery is strung along both sides of the 
store at the height of the marquee. 
There are two selling floors—one on 
street level and one below the street, 
reached by a winding, carpeted stair- 
way. Street and dress shoes are sold 
on the main floor—shoes for play and 
sport on the floor beneath. The in- 
terior of the main floor has plum- 
colored walls with a recessed ceiling 
done in fuchsia and equipped with indi- 
rect lighting. Customers are seated on 
lounges, some of which are upholstered 
in plum-colored fabrics; others in 
green. The wall areas on both oors 
are broken up by deep niches. Those 
on the main floor are framed in rococo 
style and contain, in addition to one 
pair of shoes, smaH figurines garbed in 


A view of the large bag and accessories department is 

the new store. Many items not usually found in shoe 

stores are stocked here. Wall niches show figurines garbed 
in the vogue popular in the gay 90's. 


the styles in vogue in Newport in the 
Gay 90’s. Those on the downstairs sell- 
ing floor are severely plain and have, 
in addition to sport and casual shoes, 
modern figurines suitably garbed for 
golf, tennis, yachting, etc. 

On the wall, in the rear of the main 
floor, is a large bas relief map of New- 
port. At the left of the entrance is a 
large section devoted to selling bags 
and many items of accessory merchan- 
dise ordinarily not a part of the stock 
of the average shoe sore. 

This new sore is the eleventh New 
England outlet of the Kay’s-Newport 
organization. Named as manager is 
Joseph Thaler, recently discharged 
from the service after serving three 
and one-half years with the Army Air 
Forces. 





Seek Child with 
Most Perfect Feet 


ROCKLAND, Mass.—So many children 
of school age have foot defects that the 
National Foot Health Council is search- 
ing for the boy or girl in America with 
the most perfect pair of feet. During 
the 2lst annual Foot Health Week 
sponsored by the Foot Health Council, 
Dr. Joseph Lelyveld, chairman, has an- 
nounced that with the cooperation of 
shoe stores throughout the country, 
parents will be encouraged to enter 
children from 2 to 12 years of age in 
this nationwide contest. 


Shoe stores and departments can co- 
operate as follows: 


1. Make the announcement in their 
local newspapers. 

2. Have photographs taken showing 
the front and back views of the child 
standing, and the bottom view of the 
soles of the feet. Photographs of each 
entry should be sent to the National 
Foot Health Council for consideration 
of the judges. 


A complete shoe wardrobe and other 
prizes will be given to the boy and girl 
selected by the judges as having the 
most perfect pair of feet, the straight- 
est toes, and the best foot posture. 

Shoe stores and departments willing 
to tie in with this search for the child 
with the most perfect pair of feet 
should write to National Foot Health 
Council, Dr. Joseph Lelyveld, chairman, 
P.O. Box 57, Rockland, Massachusetts, 
for full particulars. The judges in the 
contest will be prominent, nationally 
known orthopedists, podiatrists, and 
chiropodists. 

In addition to the national award, 
the shoe store or department may also 
wish to present local prizes in coopera- 
tion with the local newspapers, radio 
station, and theatres. 


Set Ceilings for 
Rubber Heels 


WASHINGTON—Retail ceiling prices 
for men’s new black rubber half-heels 
declared surplus by the armed forces 


have beep established at the same 
levels already applicable to heeis of the 
same type ordinarily sold in civilian 
channels, the Office of Price Adminis- 
tration has announced. Thess? cei-ings, 
effective April 3, 1946, are 25 cents a 
pair with nails, when sold unattached 
to shoes, and 55 cents a pair when sold 
attached to shoes. War Assets’ Admin- 
istration has advised OPA that ap- 
proximately 1,400,000 pairs' of these 
heels will be offered for sale by its 
New York, Fort Worth, Kansas City 
and Nevada regional offices. 

Ceilings on sales by the Government 
have been as follows: On sales of ail 
sizes up to 13/14 to shoe manufac- 
turers, 5% cents a pair; on sales of all 
sizes 13/14 and larger to shoe manufac- 
turers, 6% cents a pair; on sales to 
wholesalers, 10 cents a pair; and on 
sales to retailers and shoe repairmen, 
13% cents a pair. Wholesalers’ ceil- 
ings will be 15% cents a pair. Govern- 
ment and wholesalers’ ceilings are for 
the heels “as is, where is,” without 
nails, and with delivery costs at the 
buyer’s expense. 
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Manufacturing and Markets 
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drain upon the better leather supply. Using statistics for 
January of this year as opposed to the same month a year 
ago, they show that about 54 per cent more upper leather 
was shipped to shoe manufacturers this year, and more 
than 87 per cent in sole leather. Showing that there was 
this very much increased demand, these figures also give 
proof that there was a constant flow of finished hides from 
tanner to manufacturer. 

The Council also points out that during the war years 
a considerable number of people were willing to buy fabric 
shoes. These people today are insisting upon leather, thus 
again increasing the general demand for all-leather foot- 
wear. Thus, considering the widespread domestic demand 
plus the steadily increasing demand from foreign coun- 
tries, there is little likelihood that the leather shortage can 
be overcome before at least 18 months have elapsed. 

Those houses preparing their Fall lines are watching 
closely the increased interest of women of all ages in low 
heels. The present popularity of the ballet-type shoe, the 
low-heeled pump, the modified loafer, etc., seems to augur 
well for the continuance of these styles into the Fall and 
Winter seasons. The sliplasted shoe with its variation of 
low wedges may also be a weather-vane for the immediate 
future of the shoe business. Although the original hope 
among designers was to “spread out” and introduce new 
and novel patterns for Fall, production end is so continu- 
ously handicapped that it would be unwise to attempt much 
that is new. Thus, the samples thus far worked out em- 
body, in the main, the basic patterns of the tried and true. 
There is, of course, variety to be seen in introduction of 
contrasting stitching, application of cutouts, etc. Several 
houses show faith in extension soles, believing that these 
will have excellent acceptance for colder weather wear. 


Rochester 


UNCERTAINTIES added to continued shortages, but with 
increased pressure from prospective buyers all alorge the 
line, characterized the shoe industry in the Rochester area 
as March ended. Shoe manufacturers, some of whom will 
be faced with increased wage demands, were not sure about 
the future of OPA—or what it would do if given a new 
lease of life. They were unaware when the flow of leather 
supplies and accessories would come nearer to catching up 
with their requirements for materials to make footwear that 
has long been on order. 

Shoe retailers were in a dilemma about when they were 
to get more shoes or what was to be done about growing 
costs which they have been “absorbing” as pre-Easter 
crowds thronged their stores looking for Spring footwear. 

There is a lot of waiting these days. 

Quite generally in Rochester the help situation has caught 
up with the supply of materials with which they have to 
work, while in the slipper producing areas of Central and 
Northern New York state, some of the factories are work- 
ing only part-time because they have not enough materials 
to keep going all day. But these are only temporary con- 
ditions—it is hoped. At any rate, some new shoe factories 
are in prospect through the area, and others plan to in- 
crease production as rapidly as they can in order to help 
supply an unprecedented demand for shoes. 

When production will go up considerably can only be 
guessed because tanneries are getting insufficient quantities 
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For 25 Springs 
CAVALIER LEATHER RENEW 


The only real “fresh-up” for children’s worn, 
scuffed, mud-stained shoes has always been— 
Cavalier Leather Renew. 


It restores color, softens water-stiffened leather, 
puts on a gloss and shine, and really—makes an 
. old shoe look like new again. 


Now available, in a full range of colors, from 
your wholesaler, or write. 


mrcitne RENEW 
CAVALIER 
THER 


CAVALIER COMPANY 
Baltimore 30, Maryland 
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Increase Ceilings on 
Waterproof Footwear , 


WASHINGTON — Manufacturers’ “dol- 
lar-and-cent ceiling prices for water- 
proof rubber footwear have been in- 
creased ten per cent, the Office of Price 
Administration has announced. The 
increase, effective April 1, 1946, has 
been granted to take care of higher 
costs for labor-and materials in water- 
proof and canvas rubber footwear and 
to allew the industry the same profit 
margin as in 1936-39. No change is 
made in canvas rubber footwear prices. 

Wholesale and retail ceiling prices 
for footwear are not changed. 
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OPA said that if, on further study, 
it appears the increase in manufac- 
turers’ ceilings cannot be absorbed by 
resellers, appropriate action will be 
taken. 


Stlean 
Propose Naming Bridge 
After Shoe Man ; 


JOHNSON City, N. Y.—George F. 
Johnson Bridge is the proposed name 
of a bridge expected to be built across 
the Susquehanna River connecting 
Johnson City and the town of Vestal. 
The state will be asked to name it in 
honor of the founder and chairman of 
Endicott-Johnson Corporation. 


Nordstrom Honored 
At Dinner 


SEATTLE, WASH.—John W. Nord- 
strom was honored by a group of loca] 
business men with a dinner at the 
Washington Athletic Club, recently, 
The occasion was the 75th birthday of 
Mr. Nordstrom. Over 40 years ago, he 
and Carl Wallin formed the Wallin & 
Nordstrom shoe store, here. Following 
the retirement of Mr. Wallin several 
years ago, the store is now known as 
Nordstrom’s. It is considered one of 
the country’s outstanding retail shoe 
businesses, with great credit going to 
the founders. 


English Public Needs 
Education on Fitting 


New York—Much education is neces- 
sary in England, among the public, re- 
tailers and manufacturers alike, before 
better fitted shoes will be available to 
the English consumer, is the opinion of 
Sadie Higginson, an English woman 
who for the past six months has been 
with the Leather and Hide Procure- 
ment Division of UNRRA in Washing- 
ton, D. C. “We must start at the bot- 
tom,” Miss Higginson said, “by accus- 
toming our children to well fitted shoes. 
Through the children we'll educate the 
mothers and gradually the entire pub- 
lic.” 

Miss Higginson began in the shoe 
business with the Dolcis Shoe Com- 
pany, an English chain of 200 stores. 
She worked under the late Jack Upson, 
managing director of the company, who 
was, in her estimation, one of the most 
progressive - thinking shoe manufac- 
turers in England. After six years 
with Mr. Upson she became a shoe 
buyer for retail stores in West End 
London, followed by an affiliation with 
the technical staff of the Footwear Con- 
trol Division of England’s Board of 
Trade. Experience gained in the lat- 
ter position qualified her for the Lon- 
don office of UNRRA, which she joined 
in July, 1944, assisting in the procure- 
ment of footwear, leather and hides. 

Shortly before coming to this coun- 
try Miss Higginson advertised in the 
London Times that she had for sale 8 
pairs of women’s shoes, size 8% AA, 
and that six pairs were American- 
made, She received 275 replies, includ- 
ing two telegrams, almost all express- 
ing interest only in the American shoes. 
This single incident is indicative, Miss 
Higginson believes, of the acute foot- 
wear shortage in England, and also of 
English women’s desire for American- 
styled shoes. British manufacturers 
are also becoming aware of the public’s 
interest in style. Some six or eight 
American brand names are being pro- 
duced in England under license and are 
meeting with considerable success there. 


Miss Higginson expects to return to 
England in May and again to work in 
some phase of the shoe industry there. 
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Shortages Felt 
At Chicago Show 


CuicaGo—Because this is an _ in- 
between season for in-stock houses, the 
exhibitors at the Chicago Shoe Trav- 
elers’ Show held at the Morrison Hotel 
late last month, had less merchandise 
to show than at other times. Buyers 
attending the showing were particu- 
larly interested in whites, of which 
there was a great lack. Black patent, 
suede and calfskins were also sought, 
but in these, too, almost every buyer 
was faced with disappointment. With 
the Summer play shoe season ap- 
proaching, optimists asked for elk play 
shoes. Here, also, the answer from 
most houses was a definite “No!” Fab- 
ric shoes in casual types were avail- 
able, but in the main buyers would 
have preferred leather. Those fabrics 
which were bought were most fre- 
quently gay multi-color materials. In 
solid colors black and navy sold most 
readily. 

Two-tone spectators were also on 
every buyer’s wanted list, but here, too, 
few sales could be rung up. White 
suedes are difficult to get, and ex- 
hibitors expected that retailers would 
have to accept spectators of white or 
wheat linen trimmed with leather tips 
and fixings. Although retailers are 
definitely interested in platforms, they 
want them covered with leather. 

At this March show there were ap- 
proximately 75 per cent in-stock houses, 
25 per cent factory lines. When the 
May show is held, these percentages 
will be almost reversed. Already 140 
reservations have been made for this 
showing when the new Fall lines will 
be presented. The association has 
great hopes that the May showing will 
be highly successful. 


Heads Board of Trade 


Mount VERNON, N. Y.—David Weis- 
berger, head of Weisberger’s Shoes 
here, was elected as first president of 
the recently formed Mount Vernon 
Board of Trade, Inc. The organization, 
roughly similar to a chamber of com- 
merce, will set trade standards and de- 
vate itself to various civic enterprises. 


Oppose Bill Affecting 
Corrective Shoe Fitting 


RocHester, N. Y.—Vigorous opposi- 
tion to a bill passed by the State Legis- 
lature during the rush of its closing 
week, which might be interpreted to 
mean that shoe retailers would be pro- 
hibited from recommending corrective 
types of shoes and accessories, was ex- 
pressed by the New York State Shoe 
Retailers’ Association in a resolution 
ad and sent to Governor Dewey. 

measure was an amendment to 
the education law in relation to the 
practice of podiatry, and was so worded 
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that a shoe retailer making recommen- 
dations to customers for certain types 
of shoes might be considered to be 
“practicing” podiatry in violation of 
the law. The resolution, which asked 
Governor Dewey to veto the bill, said 
in part: 

“The enactment of this measure into 
law might impose severe hardships upon 
many members of the New York State 
Shoe Retailers’ Association whose suc- 
cess has been built upon their ability to 
fit shoes properly, correcting existing 
vhysical defects and preventing future 
ills, which should be the objective of 
every reputable shoe fitter.” 


Governor Dewey was asked to veto 
the bill because “it might prevent shoe 
retailers from performing their legiti- 
mate functions in fitting shoes accord- 
ing to the needs of their customers.” 


Sales Decrease in Indiana 


BLOOMINGTON, IND.— Indiana Busi- 
ness Review, published by Indiana Uni- 
versity, shows that independent shoe 
stores in Indiana experienced a 12 per 
cent decrease in their retail sales dur- 
ing January, 1946, as compared with 
their total in January, 1945. 
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EMERSON ELITE 


Announcing 


“EMERSON ELITE” 
$39.60 per gross 


Latest addition to the line of 
Beautiful EMERSON SHOE HORNS 


Of Lucite and Plexiglas in Gleaming Jewel Colors: 
Ruby, Aqua, Emerald, Amber, Shell and Crystal 


Dealer’s Price 
$39.60 per gross 
6.60 per doz. 
9.90 per doz. 
9.90 per doz. 


13.20 per doz. 


19.80 per doz. 
45.00 per doz. 





s 
No. 





ELITE 5" little beauty, volume seller 

I HOOK 6" opular, graceful, strong 

3 ose all 7 hand carved, elegant, feminine 
5 RUGGED 7%" masculine, heavy, thinned tip 
2 COMFORT I8" no- -stoop model for A ced 
2 

4 


H STALWART 18" heavy, thinned tne ~ waeeeend 
RIDER 24" extra heavy, unique tor display 
All models shipped in 6 assorted colors 
All prices F.O.B. New York 
Minimum Order '/2 gross on B 6—Emerson Elite 


EMERSON PLASTICS CORPORATION: 


perfected plastic products sl : we — 
202 East 38th Street New York 16, N ys < wae < 
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Foresee Improved Shoe Supplies 





Department of Commerce Reports that Domestic Situation Should 
Show Signs of Improvement in 1946 


WASHINGTON — The domestic shoe 
supply situation is expected to improve 
during 1946, the Department of Com- 
merce reported recently. Leather for 
shoes is still scarce, and no marked 
change is expected in the immediate fu- 
ture, the report states. The labor situa- 
tion, however, is steadily improving as 
veterans are returning to work in shoe 
factories and labor-management rela- 
tions have improved —— recent 
weeks. 

Retail sales continue at high levels. 
January sales were 10 per cent higher 
than those of a year ago, and prelimi- 
nary reports indicate that February 
sales maintained this high level. Armed 
forces dischargees have accounted for 
a substantial amount of retail shoe 
sales. Better-grade shoe sales continue 
high, the report states, although this 
trade was expected to decline after the 
end of shoe rationing. 

Demand is still greater than supply. 
However, January production, amount- 
ing to about 40 million pairs, represent- 
ed a gain of 16.3 per cent over De- 
cember and 1.3 per cent over January, 
1945. Output for February is expected 
to be below that of January because of 


the smaller number of workdays. 

Manufacturers are trying to expand 
production volume and 1946 output is 
expected to be much greater than for 
1945 when the total was 483,738,546 
pairs. 

A survey of the shoe industry is con- 
tained in the current industry report 
on Leather, prepared by the Textile 
and Leather Section, Department of 
Commerce. The report just issued also 
contains data on hides and skins, tan- 
ning materials, and the leather indus- 


try. 


Issue Permit to Construct 
Park-Brannock Store 


Syracuse, N. Y.—A permit has been 
issued for construction of a new store 
for Park-Brannock Co., Inc., one of the 
largest shoe and accessories retailers 
in the state. It is to be built at 473 
South Salina Street at a cost of $90,000. 

It will be a five-story structure with 
four sales floors, a top-story office and a 
basement sales-storage area. There will 
be 185,000 cubic feet of space in the 
building, which will be equipped in the 


most approved modernistic style. 
For many years the Park-Brannock 
store was located in the same street a 
short distance away, but that building 
was sold to become a part of the site 
of the W. T. Grant Co. store which will 
occupy an entire block and is to be con- 
structed this Summer, it is expected. 
Meanwhile Park-Brannock has moved 
to the Chimes Building as sales quar- 
ters until its new home is completed. 


Shoe Men Accept $500,000 
Goal for UJA Fund 


New YorkK—A goal of $500,000 was 
set by leaders of the boot and shoe 
industry as their share in the $35,000,- 
000 city-wide rescue campaign of the 
United Jewish Appeal of Greater New 
York. At an enthusiastic meeting at 
the Warwick Hotel, Max L. Friedman, 
of the A. S. Beck Shoe Co., was named 
chairman of the 1946 drive. 

Plans for an intensive effort to 
achieve the goal of the division were 
formulated. The date for the special 
gifts luncheon was set for April 25. 

Cooperating with Mr. Friedman in 
the industry’s efforts to enlist all-out 
support of the campaign are the follow- 
ing co-chairmen: Morris Arnoff, of the 
Arnoff Shoe Co.; Benjamin Kellner, of 
the Kitty Kelly Shoe Corp.; Samuel G. 
Staff, of Grossman Shoes, Inc.; Leon- 
ard Friedman and Ben Schwartz. 
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Garden Settings in Shoe Section 


Filene's Fifth Floor Shoe Shop Makes Effective 
Use of Specialized Displays 


Boston, Mass.—Under the theme “Lilting foot notes in 
Springtime,” Filene’s fifth floor shoe shop is alive with 
specialized displays against backgrounds of miniature gar- 
dens and flowers. Proving by sales records that coordi- 
nated displays of matching accessories boost all around 
volume, this department offers a number of sparkling set- 
tings where shoes are associated with gloves and handbags. 

Facing the elevator entrances, the display department 
has erected a window box garden with an open view 
through a simulated glass front showing a rock garden of 
real moss, plants and flowers against a background of 
scenic wallpaper. Arranged upon stands to blend with 
garden colors are groups of matching shoes and bags. This 
garden extends through the window border to the lower 
portion of a niche display in the adjoining ready-to-wear 
section. Here, too, the coordination has resulted in shoe 
department customers visiting the ready-to-wear section and 
vice versa. In the center of the shoe department a large 
round table has been transformed into raised garden where 
customers can see gloves, shoes and handbags cleverly 
matched. 

At shoulder high level along the wall border of stock 
cases, Filene’s provides an open recessed shelf where more 
of these specialized groups of shoes and matching acces- 
sories are shown. Since these displays are well planned 
and linked to current advertising, they arouse much in- 
terest in department traffic. In order to simplify shopping, 
these displays are easily accessible and without any coun- 
ter obstacle before them. To permit close inspection, and 
yet protect the merchandise, the store covers these display 
groups with a convenient, light structure of isinglass. 


Manufacturing and Markets 
[CONTINUED FROM PAGE 103] 


of hides, and makers of other essential materials are too 
far behind in their orders to permit shoe manufacturers to 
estimate production for the near future. Before production 
moves far upward again here. a large number of men and 
women will have to be trained in various branches of shoe- 
making. The surplus which existed here for many years 
after the shoe strike is gone. Some have gone into other 
occupations, some to shoe plants in other cities, and the 
remainder are working in local shoe factories. 

In the rush on many shoe stores to buy footwear before 
Easter there was a resemblance to the crowds of buyers 
which came to them with the first rumors. that rationing 
of shoes was to begin. There was the same eagerness to 
buy, but nothing like the same quantities of merchandise 
with which to supply their wants. Manv were looking for 
high style shoes. The war is over; rationing of shoes is 
at an end, and they wanted footwear of style and color 
which give emphasis to the fact that those unhappy events 
are now history. 

“At this rate we will have no shoes left by Easter.” said 
one retailer. But many prospective customers went away 
disappointed. There simply were not enough shoes of the 
kinds wanted to go around. 

Thus these customers will take their places in lines for 
coming merchandise which, it now seems, will extend far 
into the future. 
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No. 826—BIG BOY'S ORTHO- 
PEDIC OXFORD, Full Left 
and ~ Ay Thomas 
Heels, Inside Leather 
Counter, Left and Right 
Spring-Stee! Shanks, One- 

lamp & Tongue, Scuff- 
Proof Tip, Shell Cordovan 
Outsole, Sizes te 8, 
A, 8, C and D. 


CHILD LIFE lasts are scientifically designed with orthopedic 
correctness . . . with full. roomy foreparts . . . ample dis- 
placement for the Sth metatarsal head area . . . the correct 
under-arch contour for supporting the metatarsal heads .. . 
and with a heel shaped for smooth glove-like fit. These are 
only some of the reasons why better merchants everywhere 
are saying “CHILD LIFE SHOES are Really Worth Selling.” 


Scientifically de- 
ned to correctly 
support the metetar- 
sal heads and align 
them for proper 
function. 


Plenty of room for 
alj five toes to grow 
straight and func- 


25 YEARS 
OF QUALITY 
SHOEMAKING 


Heel seat and coun- 
ter constructed to 
prevent pronation 
or eversion. 
ped 
insoles for treading 
ease, without 
ing, pinching, slip- 
ping or gapping. 


SHOE MANUFACTURING CO. 


WISCONSIN 


MILWAUKEE 


Goodyear Welts Exclusively 





Mr. Shoe Merchant: 


Now you can offer your customers this splendid 
new service which will mean greater shoe com- 


fort for them — and 


EXTRA PROFITS FOR YOU » 


GERDA sean 


The Liveliest Member Of A 
Lively Family 


No. 551—Women's 
Genuine Mexican 


Huarache 


Immediate Delivery 





All Leather Uppers 


and Leather Soles Also in Red 


$1.95 


Terms: 
Net 10 days 


KEYS FLEXIBLE ARCH SUPPORTS 


— Real business boosters! Progressive shoe merchants 
all over America are finding KEYS flexible arch sup- 
ports a profitable sideline . .. and so easy fo handle! 
They practically sell themselves . . scientifically 
constructed to sustain the bones and ligaments .. . 
strong, yet light and flexible . . . additional soft meta- 
tarsal pads make for easy self-adjustability by the 
wearer. Send for Descriptive Folder. 


LIBERAL DEALER DISCOUNTS 


KEYS'ARCH SUPPORT COMPANY 


F.O.B. .N. Y. 


Minimum Order 18 pairs 
Displaying in Room 707 
Hotel New Yorker, N. Y. 
April 27—May 2 
Current rave of the huarache crowd 
—this number is selling like wildfire. 
Remember it is only one of the complete Cuca 
Rachas sandal line. ORDER TODAY. 


Established 36 years 
1221 Sixth Avenue 


New York 19, N. Y. 





COMPANY 


156 DUANE STREET - NEW YORK 13, LY. 








Stress F emininity in Miami Fashion Shows 





Hats, Suits, Dresses Follow the Luxury Trend in Showings Held at 
Winter Resort—Color in Shoes and Clothing of Great Interest 


MIAMI, FLA.—The season just draw- 
ing to a close in this area has been 
marked by a great number of style 
shows offered by merchants, designers 
and manufacturers. Never before have 
there been so many showings, partici- 
pated in by such a large number of 
exhibitors, and viewed by such a large 
number of persons. At showings rang- 
ing from those at the ultra-exclusive 
club to the popular style shows in thea- 
ters, women, and men, too, have been 
interested spectators. What was shown 
here will in no smal! degree influence 
styles throughout the nation as visi- 
tors turn homeward carrying with 
them either the new garments them- 
selves, or mental pictures of what they 
saw. This locality has been termed 
the “sartorial guinea pig of the na- 
tion” where new styles are experiment- 
ed with, and it was definitely true 
this postwar season. 

Millinery is inclined to smaller hats. 
Important note in the swing toward 
femininity are perky little affairs, load- 
ed with fruits or flowers or ribbons. 
Much attention is given to the coiffure, 
and the hats designed to top swirls 
and rolls and curls are not unlike those 
to be found in old Godey prints. 


Suits are much in the picture, dress- 
maker models, as well as strictly tail- 
ored. High fashion note is the well- 
rounded hip pocket. A triple-buttoned 
jacket won plenty of applause because 
it was new and different. Important 
also is the costume of dress and topper. 
Loose boxy jackets with big sleeves and 
immense buttons will be important. 
Another new “old” style is the bolero 
suit, which is being worn by some of 
the most smartly dressed women who 
have been at the clubs. 

From swim suits to evening gowns, 
plenty of draping has appeared. One 
striking model was a draped black one- 
piece satin swim suit, worn with a 
multi-colored striped beach coat. 

Evening gowns have played up all 
sorts of interesting ideas. One seems 
to be to cut the gown so as to expose 
some part of the body other than the 
usual low neckline. Many have one 
shoulder bare, a single strap or sleeve 
holding the bodice in place. Others 
had wide open midriff spaces, and per- 
haps a cutout belt. And still others 
had skirts slashed to the knee. 

Accessories have never been more im- 
portant. For use with slacks or casual 
outfits is a small round or pouch shaped 


pocketbook. Scarves are often used, 
some painted in floral or other designs, 
and these give a smart accent to a 
costume. Belts are important, and 
here again, is an opportunity for 
further decoration. Jewelry is heavy, 
with plenty of massive gold pieces be- 
ing used. 

Much white is appearing, especially 
as the season advances. Pastels are 
good, but the flattering jewel tones 
have won most applause. Perhaps the 
most talked-of color has been flamingo, 
a new yellow-red that is flattering to 
most complexions. 

Washables were well received in both 
play and daytime clothes. Linen and 
cotton, cool, in cut, smart in detail, and 
“just right” for the warm days ahead, 
were received with much applause 
wherever shown. Women appear to 
welcome the return of these real Sum- 
mer outfits after the warm, stiff 
clothes seen on every hand during the 
war years. They mark a return of old 
times and give a feminine flair to 
Summery frocks. 

Shoes follow the same idea and are 
light in color, design and fabric. Some 
appear to be little more than a sole 
with bands and thongs to hold them 
to the foot. Plenty of color was shown, 
but until shoe dealers can be supplied 
with more of these the styles cannot 
be definitely established. Suffice to say 
that the trend is toward color. 
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Large Attendance at 
Buffalo Showing 


BurraLo, N. Y.—The Tri-State Shoe 
Travelers concluded another successful 
shoe show recently at Hotel Statler, 
here. About 500 buyers attended the 
two days showing. Buyers came from 
many New York State cities and towns, 
Pennsylvania, Ohio and from some 
‘Canadian points. 

There was a strong demand all 
through the show for play shoes. White 
shoes and some sport types were scarce, 
with the new plastic shoes holding an 
important place in many showings of 
women’s shoes. These were in white, 
high colors and pastels, as well as in 
black. Matching handbags will be avail- 
able in black, white and some colors. 

Black was the leading color in wo- 
men’s shoes, with brown and blue fol- 
lowing closely. Colors are as popular 
as ever in both Jeather and other mate- 
rials. 

The showings were largely of Sum- 
mer goods, but there were acute short- 
ages in many lines. Among the men’s 
shoes brown predominated, with many 
lines also short. The same applied to 
boys’ and children’s shoes. Firms are 
loath to promise delivery in the face 
of the current shortages; nevertheless, 
a large volume of business was done 
with retailers expecting good business 
throughout the Spring and Summer. 

Rubber footwear manufacturers re- 
ported that there was good buying of 
velvet boots, 15-inch zippers and rubber 
waterproof boots with fur cuffs. Goods 
are still being sold on a quota basis, 
however, due to shortages of both mate- 
rial and labor. A notable feature of 
the show was the grading up of all 
lines of shoes and rubber goods. 

Canadian buyers at the show said 
that Canada has much the same prob- 
lems as here; still controlled by quota, 
leather and other items used in the 
manufacture of shoes are short, and 
the labor situation has not yet been 
solved. 

The board of directors of the Tri- 
State Shoe Travelers, with Charles 
Reis, chairman, held a meeting before 
the show at Hotel Markeen. 


Dayton Club Resumes 
Activity 

DAYTON, On10—Curtailed during the 
war, the Dayton Shoe Club has re- 
sumed activities with the recent election 
of officers. DeWitt C. Altenburg, of the 
Cantilever-Ground Gripper shoe store, 
was elected president; J. R. Forbes, of 
the Banham Florsheim Shoe store, vice- 
president; Harold Bigger, of Elder & 
Johnson Company, secretary; and John 
L. Schoenhals, treasurer. Louis A. 
Miller, a director of the Elder & John- 
son Company, was elected president 
emeritus, New members of the board 


of directors are Ed Blomquist, Harry 
L. Buck, Henry Hageman and J. P. 
Schaeffer. 
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ITS 
TERRIFIC! 
CLEANS 


PROTECTS 
DEODORIZES 


@ Here's the fastest sell- 
ing white shoe polish on 
the market—sells for 25¢. 
Ideal for children's and 


grownup’s shoes. 





VISIT HOLLYWOOD 


At Fall Opening 
Shoe Show 
New Yorker Hotel, 
7th floor lobby, also 
Room 727-728 
Also Hotel McAlpin 
4th Floor 
April 28-30 
May 1-2 








HOLLYWOOD POLISH CO. 
107-32 Van Wyck Bivd. 
Richmond Hill 19, N. Y. 

Mfrs. of Skuf-Shine, Brushless, Hollywood White, 

Bootmakers Stain in all colors, Neutral Cream 

and Saddle Cream 









Change Name of 
Chicago Mail Order 


Cuicaco—The stockholders of the 
Chicago Mail Order Company have 
voted to change the corporate name to 
Aldens, Inc. For many years the Alden 
name has been used by the 57-year-old 
company to identify its quality lines of 
fashion merchandise and service. The 
change was made for the convenience 
of customers and does not affect policy 
or management. 

All of the directors of the corpora- 
tion were re-elected at the shareholders’ 








meeting. The present officers were also 
re-elected at the directors’ meeting 
which followed. 

Aldens was first organized in 1889 in 
a small office on Chicago’s State Street 
as a millinery house, but soon added a 
complete fashion line for women. In 
addition, they now offer clothes for 
men, a complete children’s department, 
and a vastly expanded household fur- 
nishings and equipment section. Aldens 
has expanded in its general offices and 
warehouses in Chicago, buying offices in 
New York and Boston, and a new mer- 
chandise distribution point in Philadel- 
phia. 











All day 
Every day 


DISPLAY 


THROUGH... 


TRANSPARENT 
SHADES 


No matter how brightly the sun 
may shine, you can now display ail 
day — with full visibility and safely. 
The answer: Transparent Shades! 


These remarkable acetate shades 
eliminate unsightly awnings, canvas 
strips and blinds. Non-inflammable, 
grease and moisture proof, Trans- 
parent Shades wear like iron. Easily 
installed, they are operated from 
within the store. 


Write today for more detailed 
information. 


AP anes 


TRANSPARENT 
SHADE COMPANY 


Dept. 10 —501N. Figueroa St. 


Los Angeles 12, California 





Obituaries 
Fred E. Thomas 


NASHVILLE, TENN.— General Shoe 
Corporation lost one of its most popu- 
lar and able officials in the death of 
Fred E. Thomas, 
who succumbed to 
a heart ailment in 
Atlanta on March 
22. He was 57 
years old and had 
been seriously ill 
for about two 
months. 

Mr. Thomas was 
a member of the 
board of directors 
and was manager 
of the Southeastern 
branch of the com- 


FRED E. THOMAS 


pany. 

Born in Massachusetts, Mr. Thomas 
came to General Shoe Corporation as 
an experienced shoe official in 1938. In 
Cowan, where he had served as man- 
ager of the Eastern branch from 1941 
until 1945, he had played an active 
part in the life of that community. He 
was a Mason and Shriner, a director 
in the Commercial Club and a member 
of the Methodist Church. 

Funeral services were held in At- 
lanta, attended by his company asso- 
— from every division of General 

oe. 


Stephen J. Brouwer 


MILWAUKEE, Wis.—Stephen J. 
Brouwer, who, during forty-four years 
as a shoe retailer here, became na- 
tionally known as a leader in ortho- 
pedic research, died early this month 
at his home in suburban Wauwatosa. 
His age was 69. 

Born at Grand Haven, Mich., Mr. 
Brouwer came to Milwaukee in 1902 to 
open his first shoe store. He made the 
first study of the effect of footwear on 
the health of growing children by sur- 
veying kindergarten, public school and 
university students’ feet. He was a 
leader in the use of the X-ray to im- 
prove fitting, and, in 1923, designed the 
first of a series of lasts that became na- 
tionally known. 

For his research into the relation of 
footwear to health and efficiency, Mr. 
Brouwer was voted an honorary mem- 
ber of the American Osteopathic So- 
ciety. 


George H. Griffiths 


New York—George H. Griffiths, 70, 
president and general manager of 
Hardware Age and vice-president and 
director of Chilton Company, Inc., died 
Wednesday, March 27, 1946, at the 
Orange Memorial Hospital, Orange, N. 
J., following an illness of several 
weeks’ duration. He had been con- 
nected with Chilton Company for 36 
years, and was executive head of Hard- 
ware Age for 33 years. 

Mr. Griffiths was born in England 


we 


BEN ORLICK 


New Yorx’s Live Wire 


AT ONCE DELIVERY 
Miami's Best Selling Play Shoe 
California Process 

Eyelet Nailheads 


$3.12 


Net 10 days 


18 or 36 pair lots SIZES 4/8 or 5/9 


1711 Smooth White Leather 
1716 Plastic Patent Leather 
1712 Brown Elk Leather 

1713 Beige “ 

1714 Blue “™ ~ 

1715 Red ™ 7 


134 W. Broadway, New York 13, N. Y. 
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and entered the publishing field more 
than 45 years ago as a reporter on the 
Chicago Chronicle. He was subse- 
quently identified with Railway Age, 
Tron Trade Review and The Iron Age 
in both editorial and advertising ca- 
pacities. He left Chicago 33 years ago 
to manage Hardware Age in New York 
City. 

He was a director of the Montclair 
Trust Company and a member of the 
Engineers’ Club of New York and of the 
Upper Montclair Country Club. He 
had lived in Montclair for the past 33 
years. 

Funeral services were held at the 
Watchung Congregational Church, 
Montclair, on Saturday, March 30. In- 
terment was at the Mt. Hebron Ceme- 
tery, Montclair. 

Mr. Griffiths is survived by his 
widow and two sons, G. Findley Grif- 
fiths, Chicago manager of the Sharon 
Steel Products Co., and Fred C. Grif- 
fiths, with the Granite City Steel Co., 
Granite City, Ill. 
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@ The Original X-Ray Shoe 
Fitter, presented to the trade 
nearly 25 years ago, was the 
first fitting aid to adapt the 
principle of Fluoroscopic 
X-Ray to the purpose of fitting 
shoes with scientific accuracy. 
Continuous, dependable serv- 
ice through the years has en- 
hanced its position as The 
No. 1 Fitting Aid and Selling 
Tool in the minds of alert, pro- 
gressive shoe merchandisers. 


| Foot Health Week. 








Put X-Ray FIRST 
on the List... 


in your program of 
store modernization 
and service improve- 
ments. Ask your X-Ray 
representative how 
soon you can get an 
X-Ray Shoe Fitter . .. 
if you act promptly. 


An Sirs 
X-RAY 
SHOE FITTER Yc. 


__ 3533 NORTH, PALMER STREET 


April 15, 1946 








Dates to Remember 


Shoe Show, Northwestern National Shoe 
Travelers’ Association, St. Paul Hotel, 
St. Paul, Minn. April 27, 28, 29, 30, 


Fall Show, Central States Shoe Trav- 
elers' Association, Muehlebach and 
Phillips Hotels, Kansas City, Mo. 

April 28, 29, 30, 


Shoe Manufacturers’ Fall Opening Hotel 
New Yorker, New York City. 
April 28-May 2, 


Michigan Summer Shoe Fair, Michigan 
Shoe Travelers’ Club, Pantlind Hotel, 
Grand Rapids, Mich. May |, 2, 3, 


Mid-Summer Shoe Fair, Shoe Travelers’ 
Association of Chicago, Morrison 
Hotel, Chicago, Ill. May 4, 5, 6, 7, 


Monthly Shoe Show, Michigan Shoe 
Travelers’ Club, Hotel Statler, Detroit, 
Mich. May 5, 6, 7, 


Southeastern Shoe Travelers’ Fall Show- 
ing, Sheridan Bon Air Hotel, Augusta, 
Ga. May 5, 6, 7, 8, 


Fall Shoe Show, Southwestern Shoe Trav- 
elers Association, Adolphus and Baker 
Hotels, Dallas, Texas. May 6, 7, 8, 9, 


24th Annual Sales Convention, indiana 
Shoe Traveelrs' Association, Shrine 
Temple, Indianapolis, Ind. May 12, 13, 


lowa National Shoe Travelers Associa- 
tion, Hotel Fort Des Moines, Des 
Moines, lowa. May 12, 13, 14, 


Midwestern National Shoe Travelers’ As- 
sociation, Paxton Hotel, Omaha, Neb. 
May 18, 19, 20, 


Fall Shoe Show, Pennsylvania Shoe Trav- 
elers' Association, William Penn Hotel, 
Pittsburgh, Pa. May 18, 19, 20, 21, 


May 18-25, 
Fall Shoe Show, Mid-Continent Shoe 


Travelers Association, Skirvin Hotel, 
Oklahoma City, Okla. May 19, 20, 21, 


Shoe Show, Associated Shoe Travelers, 
Plankinton Hotel, Milwaukee, Wis. 
June 9, 10, II, 


Shoe Show, Tri-State Shoe Travelers’ As- 
sociation, Hotel Statler, Buffalo, New 
York. July 7, 8, 1946 


Northwestern National Shoe Travelers’ 
Association, St. Paul Hotel, St. Paul, 
Minn. October 27, 28, 29, 30, 1946 











Firm Changes Name 


Wausau, Wis.—Charles W. Porath 
has announced a change in the name 
of his shoe store here from Porath & 
Schlaefer to Porath Shoes. Mr. Porath’s 
son, Charles, Jr., has joined the firm 
on being discharged from the service. 


To Hold Sports Nite 


BostoN—The Boston Boot and Shoe 
Club will welcome players of the Bos- 
ton Braves baseball team home from 
Spring training at a Sports Nite meet- 
ing, April 17, at Hotel Statler. 

Billy Southworth, the team’s well- 
known manager, will be the speaker, 
and a group of wounded veterans will 
attend as guests. The affair will mark 
the group’s fifty-seventh annual meet- 
ing. 





TRAY-WARE | 


Crystal Clear Lucite 
SHOE DISPLAYS 


America’s Finest Displays - 
Unequalled in Quality 
Style and Construction 





NO. 208 - For your 
smartest shoes. 
Crystal-clear Lucite! 
Sturdy base. Height 
8 inches... $5.50 


NO. 207 - Smartly 
styled, height 5 in- 
ches. Crystal-clear 
Lucite 


NO. 206 - Height 
5 inches. Quality 
made in Crystal- 
clear Lucite..$2.50 


INDIVIDUALLY PACKED! 
IMMEDIATE DELIVERY ASSURED! 


TRAY-WARE 


Wanufacturera 


1384 WEST 117th ST.+ CLEVELAND 7, OHIO 








VISIT OUR NEW YORK 
DISPLAY ROOMS 


JUNE 22-29 


Everything You Need in 
Display Equipment 
SAVE TIME HAVE LUNCH ON US 
SUITE 735 MARBRIDGE BLDG 
47 WEST 34th STREET 
Make this a must de’ on your list 


OUR NEW YORK AND CHICAGO 
DISPLAY ROOMS ARE MAIN 


= 
: TAINED FOR YOUR CONVENIENCE 
fT MAKE FULL USE OF THEM 
L. A. DARLING COMPANY 
BRONSON, MICHIGAN 
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/ 
GREAT SHOES 


tor LiTItE AMERICANS” 





Economist’s Wife Seeks American Shoes 


Savannah, Ga.—Lady Lydia Keynes, wife of the chairman of the United Kingdom's 
delegation at the Savannah monetary conference, put new shoes at the top of her 
“want list” for American products. She came to Savannah with her mind made up 
to buy wedgies suitable for beach wear. But they must have closed backs! In a 
Broughton Street store she located what she wanted; her caly difficulty was in 
deciding whether to buy piain white or brown-and-white. 

The bright-eyed littie woman consulted clerk Bob Kirkland and asked nearby 
shoppers for advice. She choose two-color style, because they seemed “more 
piquant.” Weary of Britain's shoe-famine, Lady Keynes is delighted to have her 
feet encased in “good sturdy American leather.” 


Plans Progress for May Show 


INDIANAPOLIS, IND.— Exhibits by 
leading shoe manufacturers for the 
May 12 to 13 show at Murat Temple 
already have outnumbered those of the 
December showing. This twenty-fourth 
annual display of Fall footwear is 
sponsored by the Indiana Shoe Travel- 
ers’ Association. Reports from the 
travelers indicate that retail merchants 
from Ohio, Kentucky, Illinois and Indi- 
ana will attend the two-day gathering. 

The outstanding feature will be a 
business meeting and buffet luncheon, 
May 11, in the Hotel Lincoln, for Indi- 
ana travelers and visiting exhibitors. 
Prominent shoe men will take part in 
the program and subjects of interest to 
shoe travelers will be discussed. 

H. B. Thrall and H. H. Smeltzer are 
the co-chairmen, and will be assisted by 
C. E. Larson, F. M. Brown and G. M. 
Hurt, who compose the convention com- 
mittee. 


Returns to Boyd-Richardson 


St. Louis—Sid Abramsky, former 
buyer of women’s shoes at Boyd-Rich- 
ardson, has returned after twenty-two 
months in the Navy LST service with 
rank as Petty Officer 3rd Class, Mr. 
Abramsky upon returning became as- 
sistant buyer of men’s shoes under 
Harvey Kopp, general merchandiser of 
shoes at Boyd-Richardson. 
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Abraham Burtman 


FARMINGTON, N. H.—This town was 
shocked to learn of the sudden death 
ot one of its most prominent manufac- 
turers, Abraham Burtman, 56, presi- 
dent of the H. O. Rondeau Shoe Co., 
here, who collapsed from a heart attack 
in Palm Beach, Fla., before starting 
the return trip to Farmington. 

Immediately upon learning of Mr. 
Burtman’s death, the town flag was or- 
dered flown at half mast and executives 
of the Rondeau shoe factories an- 
nounced that the plants would be closed 
all day March 29, the day of the funer- 
al at Temple Israel in Boston. 

A native of Kiev, Russia, Mr. Burt- 
man came to the United States as a 
young man and started in Lynn, Mass., 
to learn the shoe business. Becoming 
associated with H. O. Rondeau, he and 


his partner operated shoe factories in | 


Massachusetts before coming to Farm- 
mgton in December, 1932, and purchas- 
ing the former John Cloutman factory, 
then owned by the George B. Leavitt 
Co. 


Mr. Burtman was well known for his 
philanthropies and showed a keen in- 
verest in the welfare of the town of 
Farmington. He was a member of 
Fraternal Lodge, No. 71, A.F. and 
A.M.; Columbian Chapter, No. 18, 
R.A.M., Farmington Kiwanis Club, 
Farmington Country Club, Planning 
Board, American Legion and other or- 
ganizations. 

Survivors include his widow, Mrs. 
Evelyn Frey Burtman, formerly of 
New York City, whom he married last 


August; a sister, Mrs. Abraham White; | 


and a brother, Samuel Burtman. 


Charles H. Loughlin 


GLENDALE, CAL.—Charles H. Lough- 
lin, well known shoe man, died very 
suddenly, here. He is survived by his 
widow, Mrs. Florence Loughlin. 

Mr. Loughlin traveled the West 
Coast for many years carrying such 
representative lines as that of the old 
Charles K. Fox company. His last con- 
nection was with the Abbott Shoe Co. 
of North Reading, Mass. Before going 
on the road he was shoe buyer for The 
May Co. of Denver and for Olds, 
Wortman & King, Portland, Ore. 

A sizable delegation from the West 
Coast Shoe Travelers Associates, 
headed by President Harry J. Evans, 
attended the funeral services, 


G. Allen Saxon 


Avucusta, Ga—G,. Allen Saxon, 58, 
retired shoe merchant, died at the Uni- 
versity Hospital, here, recently, after a 
short illness. 

Mr. Saxon began his mercantile 
career in a small shoe store in Augusta 
which he opened in 1916 in partnership 
with St. Julien Collum, Their success 
was so marked that their expanded 
company brought in excess of $1,000,- 
000 when it was sold in 1940. 
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Surviving Mr, Saxon are: his widow, 
Mrs. Lily Mae Saxon; two daughters, 
Mrs. Margaret Saxon Ronins amd-Miss 
Vivian Mae Saxon; his mother, Mrs. 
Sophie G. Saxon; three brothers, Paul, 
George and Joe Saxon; and one sister, 
Mrs. W. H. McKie. 


Richmond G. Moseley 


RICHMOND, VA.—Richmond Gwath- 
mey Moseley, 78, secretary-treasurer of 
Fleichman-Morris Shoe Company for 
40 years prior to its closing, here, died 
recently at his home. 


Cornelius F. Giles 


LOWELL, Mass.—Cornelius F. Giles, 
department manager and buyer for 
The Bon Marche Company, here, died 





— 


recently at his home. He had charge 
of the entire ladies’ department, and 
supefvised buying of the ladies’ shoe 
department. 


—_ 


Joe A. Bright 


HELENA, ARK. — Joe A. Bright, 58, 
until recently operator of a local shoe 
store, died at his home here last month. 


James C. McCutcheon 


CARTHAGE, Mo. — James C. Mce- 
Cutcheon, 71, owner and operator of 
the McCutcheon-Hughes shoe store, died 
late last month at his home after an 
illness of two years. He had been seri- 
ously ill for two weeks. Mr. McCutch- 
eon was in the shoe business here for 
45 years. 


* Popular Wearables 
that'll be seen 
whenever it's 
Playtime in Sand 
and Sun 


* Tough Hemp Soles 
* Quality Canvas Binding 


* Gay Colors: 
flame red 
aqua blue 
leaf green 
boardwalk white 


* Sizes 3 to 8 

















JACK SCHAEFER & ASSOCIATES 
1120 S. Hope St. * Los Angeles 15, Calif. 


beach sandals 





Ship 
(pecked 50 to cose) 
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INTRODUCING — SENSATIONAL 


Vex Vi “SOLE 


ARCH RESTORERS 
TO THE EASTERN MARKET 


IT'S SOFT 
IT'S FLEXIBLE 


IT'S SCIENTIFIC 


Pat: U.8.A. 
NO ADJUSTING 
“WHAT OTHERS HAVE TRIED 


SOLD THROUGH 


17 N. State Street 


WE HAVE ACCOMPLISHED" 
TRUE FOOT ALIGNMENT 


Miles Ahead in its Field—Velva-Sole Arch Restorers 
offer your customers more foot comfort, more foot 
relief than they have ever known 


RETAIL SHOE DEALERS 
PRICED TO RETAIL $5 and $6 


VELVA-SOLE PRODUCTS CO. 


National Distributors 











Chicago 2, Iii. 


SWANK SHOE DRESSINGS, INC. 
61 East Il ith Street 


New York 3, N. Y. 














New Merchandising Policy in Buffalo Store 


Second floor shoe department of Adam, Meldrum & Anderson Company, Buffalo. 

The slipper bar is at the left and the children's shoes are at the rear. The depart- 

ment's coloring is buff, with leather-covered chairs and broadioom carpet. Slipper 
ber is pink and green. 


BuFFALO, N. Y.—Since the days of 
Buffalo’s early history, Adam, Meldrum 
& Anderson has been a leading depart- 
ment store, appealing to the conserva- 
tive citizens of the area. A few decades 
ago it was a common sight to see fine 
carriages standing in front of the 
store, their liveried coachmen waiting 
patiently while their ladies shopped. 
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Times have changed, however, and to 
keep in step the firm has had to make 
changes in its policies to accommodate 
a different class of customers now com- 
ing to the store. 

The women’s shoe department kept 
pace with the rest of the store. Today, 
in this second floor department, as well 
as in the thrift department in the rear 


of the first floor, the merchandise that 
appeals to the more conservative vies 
with more modern, more colorful types. 

There are 14 salespeople, both men 
and women, among them clerks who 
have been with the department for 
years and have a strong following with 
the older customers who, however, are 
admiring and often buying the new 
merchandise. Careful clerks, good dis- 
plays and practical advertisements are 
teaching them new ways. 

Shoes range in price from $6.95 to 
$22.50, and all are carefully fitted by 
trained salespeople. Customers who 
have worn only plain styles for many 
years are shown how becoming and 
comfortable the more elaborate models 
ean be, while the woman who has 
bought inexpensive shoes all her life 
learns that quality footwear can mean 
economy and improved appearance. 

A.M.&A.’s have an attractive slipper 
bar, which is open all year ‘round. 
Styles are varied to fit the seasons, 
Here, too, the quiet conservative styles 
are side by side with gay colors, styles 
and patterns, and the new types make 
new friends every day. 

The shoe departments are adjacent 
to others which appeal to women—amil- 
linery, sportswear, dresses, coats, furs, 
lingerie and children’s wear. This ap- 
plies to both floors. Children’s shoes 
and women’s and childrden’s rubber 
goods are also featured in full lines, 
with clerks especially trained to handle 
the children. ~ 
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ROSEBAY WILLOW CALF 


CRUSHED CALF 


SPORT WILLOW CALF BLACK PRIMCESS CALF 


EMPIRE KIPS AND SIDES AMERIGRAM? ELM SIDES 


OUTING ELK ROYAL BACK CALF 


ROYAL SIDE LEATHER COLORED WILLOW CaiF 


POCKETBOOK WILLOW CALF 





EE oven the ar hiniaad of Américan n Leathers T he millions’, 
OF Rare of faithful v wear these wellknown leathers ave given in. 
military and civilian service through the years, is almost i inconceiva- . 
‘ble. Their quality is recognized, their beauty and style-obility are 
of timeless appeal throughout the changing seasons. 
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“AMERICAN HIDE and LntieR company 
, Boston. 
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Buyers Flock to 
Three Shoe Shows 
[CONTINUED FROM PAGE 101] 


Statler at which new treatments of 
styles for women, men, misses and chil- 
dren were shown in a runway revue 
with which entertainment was skillfully 
blended. This revue was noteworthy 
for the close correlation of costumes 
and shoes. 

The only show of its kind to be held 
during the openings of shoe lines for 
early Fall, the review was produced 
and directed by Adelaide Hawley, 
WEAF-NBC and News- of -the-Day 
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commentator. Designers of the clothes 
included Hattie Carnegie, Eta of Ren- 
Eta, Nettie Rosenstein, Jo Copeland, 
Esther Dorothy, Pauline Trigere, Man- 
gone, Clare Potter, Dorine Liebert, 
Claire McCardell, Tina Leser, Vincent 
Coppola, Kiviette, Vera Maxwell, Adele 
Simpson, Milgrim Originals, Milgrim, 
Jr. Originals, Ceil Chapman, Syd Rap- 
paport of Junior Forfnals, David Crys- 
tal, William Bass, Macwil, Duchess 
Royal, Iris Hartman of Rainbow Chil- 
dren’s Wear Co., Sherman Rainwear 
Co., and the Coat Corporation of Amer- 
ica. Highly individualized Fall fabric 
designs by William Winkler, and others 
by the Celanese Corporation of Amer- 





— 


Test Your Boot and Shoe 1.9! 
The Parts of a Shoe 


The following phrases define or ides. 
tity words that have to do with the 
parts of boots and shoes. Fill in the 
blanks, then count up! You gain five 
points for each correct answer. 30-40 
average; 40-55 good; 60 or more, e. 
cellent! 


1. A synonym for blood 
2. A kind of Pullman berth 
3. Mark on skin from blow 
4. Reinforced perforation 
5. Type of head covering 
6. Pen-and-pencil game 
. Device for sharpening razor 
8. Lower part of the leg 
9. Improvised musical accompaniment 
10. American coin 
11. Organ of speech 
12. Concluding part of anything 
13. Bench on which goods are displayed 
14. Familiar architectural device 


[ANSWERS ON PAGE 127] 





ica were shown in some of the costumes. 

Shoes on the runway were from lead- 
ing New England manufacturers and 
had been made, in some instances, ac- 
cording to the suggestions of the cos- 
tume designers in order to create a 
complete ensemble. Three shoes from 
J. Mackey had been specially made to 
coordinate with costumes. Shoe fashion 
trends in general pointed toward great- 
er simplicity, the new “covered-up” 
look; the new French heel wedged into 
its platform, the Greek-type thong san- 
dal. Novelties included a semi-boot in 
Russian broadtail fur and mink ballet 
slippers. Sandals for dress, the theatre 
and play wear were open but less naked 
than formerly. 

The “covered-up” look in fashion was 
also emphasized in clothes for beach, 
resort and even Winter and college 
clothes. Fall was forecast in sophis- 
ticated evening gowns for juniors, gold- 
encrusted evening wraps and unusual 
draping of dresses. 


Simple Styles Lead in New York 


New YorkK—Despite what appears 
as a never-to-be ended shortage of 
everything necessary for the manufac- 
ture of high quality shoes, a keynote 
of simplicity is returning to women’s 
footwear. This was evident in models 
displayed by members of the Guild of 
Better Shoe Manufacturers who held 
advance Fall openings throughout the 
first week of this month. “Guild styl- 
ing is based upon the fashion pulse 
of women’s apparel,” Benjamin D. 
Schwartz, president of the group said. 
“We have made every effort to intro- 
duce new thought in spite of prevail- 
ing difficulties.” 

Gaudy trimmings and excessive dec- 
orations were entirely absent, and em- 
phasis was placed on simple lines. A 
consensus of buyers and manufacturers 
indicates that the closed toe shoe is 
slated for top popularity in the near 
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future. Also indicative of the trend 
of retail thinking was the fact that 
there was a marked increase in the 
number of buyers interested in better 
grade shoes. 

“There is a decided interest in fine 
shoemaking and in shoes with the sim- 
plicity of appearance which women 
have been wanting,” said Irving E. 
Grossmann, executive head of the man- 
ufacturing division of I. Miller, Inc., 
and first vice-president of the Guild. 
“The closed shoe is having a greater 
acceptance and gaining in popularity, 
and more attention is being given to 
the silhouette of many new shoes.” 

Platforms in three heights were 
stressed in the showings, one-quarter, 
one-half and _ three-quarter inches. 
Joseph Starr, president of Mackey- 
Starr, Inc., expressed the belief that 
the three-fourths inch platform will be 
in greater demand than heretofore. 





St. Louis Show Well Attended 


St. Lours—A large group of retail- 
ers from all parts of the country 
flocked to St. Louis March 31 ot April 
3 for the best attended opening of Fall 
shoe lines within the memory of vet- 
eran manufacturers. Dollar volume 
was difficult to estimate, but informed 
guesses of orders placed ranged from 
$50,000,000 to $75,000,000. 

Merchants, still hungry for shoes and 
able to sell anything they can get, 
bought to the limit of their allotments. 
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One prevalent technique was to garner 
a few shoes from ali possible sources, 
playing upon each manufacturer’s fear 
of losing a good future customer to ob- 
tain better total pairage in driblets. 
Manufacturers in turn were hedging 
against short material supplies by set- 
ting up quotas on different types of 
materials. Restrictions varied from 15 
to 25 per cent on calf to 15 to 30 per 
cent on gabardine and 25 per cent on 
patent. For dealers it was a case of 
accepting these quotas or accepting less 
pairage, and the former choice was 
made without resentment. Deliveries, 
despite recent delays, were for August 
1 to 15. 

Exhibits indicated that slings and 
open sandals and sandalized types are 
to be more prevalent than last Fall, 
undoubtedly due to the leather short- 
age. Suedes continue to lead with calf 
and reptile following. An increase in 
closed backs is regarded as strictly a 
seasonal trend. Spectators are to go 
as well as last year, and red and greens 
are popular, although no more plenti- 
ful. Heels continue extreme; flat or 
24/8. 

Platforms are getting away from 
nailheads and going to color contrasts 
with uppers. Treatments to simulate 
leather were to be seen in a large num- 
ber of cases. Samples also forecast 
a boom for high wedges. 

A feature of the exhibit was higher 
styling of children’s and teen-age foot- 





This sling pump with a cut-out vamp and a platform sole 
looks exactly right with a little girl's fluffy dresses. 
Made in several white leathers, with brown leather platform. 
Also all white or all brown. Sizes 12% to 4. 


f 
wear, even house slippers in the sini 
going to platforms and nailheads. { 

Lines were on display principally at, 
the Lennox and Statler Hotels. Other; 
lines were on display at the Jefferson,. 
Melbourne and Coronado Hotels, in ad- 
dition to permanent sample rooms in 
the various office buildings in St. Louis 
with many factories displaying their! 
Fall shoes in their own offices. 

The St. Louis Shoe Manufacturers’ 
Association, sponsors of the show, stated! 
that “the anticipated 3,000 or more 
merchants were in attendance in spite 
of the fact that the date of the New 
York Show was changed to coincide 
with the St. Louis Fall Opening. Even 
after the registration desks were closed 
and the showing officially concluded, 
merchants continued to come in. 

“A survey of the registration blanks 
reveals that there were numerous re- 
tailers from Canada in attendance. 
Australia was represented in addition 
to the following states: Alabama, 
Arizona, Arkansas, California, Colo- 
rado, Dist. of Col., Florida, Georgia, 
Idaho, Illinois, Indiana, Iowa, Kansas, 
Kentucky, Louisiana, Maine, Maryland, 
Massachusetts, Michigan, Minnesota, 
Mississippi, Missouri, Montana, Ne- 
braska, New Jersey, New Mexico, New 
York, No. Carolina, North Dakota, 
Ohio, Oklahoma, Oregon, Pennsylvania, 
So. Carolina, South Dakota, Tennessee, 
Texas, Utah, Virginia, Washington, 
West Virginia, Wisconsin and Wyom- 
ing. ; 
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BOYS’ LEATHER 
MOCCASIN OXFORDS 


Boys’ 
$2.50 
Youths’ $2.10 pr. 


© Plump brown elk uppers 

© Leather counter pocket 

© Heavy leather middlesole 

© “Zebra” or “Armortred” cord autersoles 
© Steel rivets at shank and toe 

© Goodyear sewed construction 

© Reinforced at all points of wear 


Boys’ $6484'/,C sizes | to 6 
Youths’ £6482!4,C sizes 10 to 1342 
Immediate delivery 


THE 
PILOT SHOE CO. 


31 Hopkins Place 
Baltimore 1, Md. 
Honest Made dinee (000 











SANDALS 





COWHIDE SANDALS 


Cowhide Leather 
Leather Soles 


immediate 
Delivery 


Children's Sizes 5-11 $1.35 
Misses’ Sizes 12-3 1.45 
Lodies’ Sizes 4-9 1.55 
RED, BEIGE—One Size Range to case. 
CONJOR SHOE COMPANY 
287 Broedway New York 7, N. Y. 








Buy Savings Bonds 

















NSMA Asks for 
Liberal Price Program 


New YorK—Claiming that the evils 
of inflation in the shoe industry are 
preferable to a continuation of current 
price control methods, the National 
Shoe Manufacturers Association has 
drafted a resolution calling for a lib- 
eralized OPA policy. The recommenda- 
tion, which represents the official atti- 
tude of NSMA as approved by the 
Board of Directors, was composed by a 
committee of three consisting of J. 
Edson Andrews, of the Gale Shoe 
Manufacturing Company, North Adams, 
Mass.; Charles H. Jones, Jr., of the 
Commonwealth Shoe and Leather Com- 
pany, Whitman, Mass.; and Millard S. 
Peabody, of the E. E. Taylor Corpora- 
tion, Augusta, Me. The complete reso- 
lution is printed below. 

“For several months, the officers and 
directors of the National Shoe Manu- 
facturers Association have been study- 
ing the effects of price control and the 
policies of the Office of Price Adminis- 
tration. As the result of this study, 
the Board of Directors has adopted the 
following position: 

“1. The known and fully recognized 
evils of inflation in the shoe industry 
are preferable to a continuation of the 
present unrealistic and impractical 
handling of price control by the Office 
of Price Administration. 

“The shoe industry seeks the right 
to produce shoes in keeping with the 
reputation established over many years 
for manufacturing and selling high- 
quality goods at reasonable prices. 
Present policies of the Office of Price 
Administration do not permit the pro- 
duction of such shoes at a profit, and 
therefore they penalize the manufac- 
turer of goods of prewar quality and 
values. 

“We believe also that the Office of 
Price Administration policies which 
were acceptable and reasonably practi- 
cal during the war are now obsolete 
and inapplicable to the postwar period. 
The public wants and needs increased 
shoe production. The increased pro- 
duction of consumer goods is recognized 
as the only effectual check on inflation. 
The expansion necessary to provide 
this increased production involves busi- 
ness risks which cannot be undertaken 
soundly on the basis of present costs 
and ceiling prices. 

“2. The experience of the shoe indus- 
try indicates that the officials of the 
Office of Price Administration will not 
adopt a fully realistic attitude toward 
business unless they are required to do 
so by the specific language of the Sta- 
bilization Act. 

“We, therefore, request that the Con- 
gress make specific provision, when the 
Stabilization Act is renewed, for the 
following policies to be established and 
administered by the Office of Price Ad- 
ministration: 

“a. That the industry earnings stand- 
ard now in use by the Office of Price 
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The C. A. Haines 
Health Shoe 


for children have for many 

years been making friends with 

consumers. Mothers know that 
their children’s feet are 
safe in shoes bearing this 
familiar brand which am 
nationally advertised, for 
they are built to a stand- 
ard, correctly designed and | 
carefully made with the 
best possible materials. 
We refuse to lessen the 
quality of C. A. Haines 
shoes in order to make 
more of them. 


Because of the shortage of man power 
we regret we cannot supply all of C. A. 
Haines shoes wanted by our customers. How- 
ever, we are servicing all on a fair quota 
basis to insure equal treat- 

ment. 

We look forward and are pre- 

paring for the time when we 

can satisfy the demand 

for this popular line 

which retails up 

te $4.00. 


Crushed 
Goats_in 

SUPERIOR SHOE CO., Mfrs. 
508 S. Peoria St. Chicago 
Our Distributors ois 

American Shee Co., 8S. Freiburger 

Jefferson 119-121 E. Columbia St, 

a1 Waren - Fort Wayne, Indiana 

Jayson Shoe Co. . . . Los Angeles, Cal. 

















Administration be discarded and shoe 
manufacturers who were in business 
before the war be permitted to estab- 
lish prices on the basis of current di- 
rect labor and materials costs plus 
their individual expense and profit mar- 
gins established in 1941. 

“b, That shoe manufacturers who 
have started in business since 1941 be 
permitted to establish prices based on 
current direct labor and materials costs 
plus a reasonable expense and profit 
margin as determfhed by the average 
for the industry for the type of dis- 
tribution employed by the particular 
new manufacturer. 

“The liberalized policies outlined 
above would be preferable to the aban- 
donment of price control and the conse- 
quent temporary period of inflation 
which would follow such abandonment. 
We, however, would prefer no price 
control whatever to a continuation of 
the present unrealistic and unsound in- 
dustry earnings standard and the con- 
tinued discrimination against the pro- 
duction of base period shoes.” 
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GERDA sean 


Number 5650—Children s ricniy embossed 
All Leather Sandals. 
Leather Soled ... 


CHAS: 


Colors: Brown, Beige, Red, White. 
Also available in 
Misses’ sizes 12-3 
Women's sizes 4-9 
Displaying in Room 707—Hotel New Yorker, N. Y. 


$1.50 
$1.60 


April 27 to May 2 


COMPANY 


156 DUANE STREET - NEW YORK 15, 1.Y. 








Salon-type store opened in Flint, Michigan, recently. Three girls are served 
by Curt Walker, store manager, and Burtis Woofitt, returned serviceman. 


FLINT, MicH. — Good merchandise 
sells shoes, but a salon-type sales room 
keeps the store constantly filled with 
prospective buyers. 

Handling ladies’ shoes exclusively, 


April 15, 1946 


Lauren S. Elliott, owner of the Econ- 
omy Shoe Store, here, decided beauti- 
ful surroundings would attract the 
women. He renovated an old building 
to include a plush interior, complete 


with softly toned love seats, 
chairs, ottoman and carpeting. 

A separate enclosure for the stock 
was set apart from the modern sales 
room. 

Although 80 per cent of the popula- 
tion of this industrial city is dependent 
on the General Motors Corp., whose 
57,000 Flint employees kept Chevrolet, 
Buick, Fisher Bodies and the AC Spark 
Plug plants strikebound since Novem- 
ber 21, Mr. Elliott opened “Lauren’s 
Shoe Store” midway in the strike and 
has done a capacity. business since his 
March 7 opening. : 

Curt Walker, formerly manager of 
the Mies Brothers shoe department in 
Danville, Ill., is managing the store for 
Mr. Elliott. 

A modern glass facade is planned for 
the near future. 

First customer was Mrs. Pamela 
Schaaf, British war bride, just arrived 
in her newly adopted home. She com- 
mented, “You Americans play hard, 
but never stop creating. In England 
we would be pleased with this as a 
hotel lobby, but you use it to sell shoes.” 


easy 


To Occupy New Quarters 


DELANO, CAL. — The Robert Shoe 
Store will soon occupy new quarters in 
the Morris Building, now under con- 
struction in the 1100 block on Main 
Street, here. 
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“LYCO” seamless sole, elastic top, snug 
fitting heel, one shade only. a 
“Celanese” Rayon ....$2.75 per dozen pair 
Quality Cotton 1.80 “ ™ 
Packed in 6 dozen attractive Display Counter 
Easel or in dozen boxes... sizes 81 to 11. 
LYONS & COMPANY 


120 Duane St., New York 7, N. Y. 
Quality Shoe Store Supplies for 46 Years 
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BUY NOW! 
Toasty—Warm 


LADIES’ 
STADIUM BOOTS 


immediate 
Delivery 


| 
$5.65 | 


Sizes: 4-8, 5-9 
Packed 12 prs. 
to case 


Brown Cowhide 
Zipper Style Full Sheep Collar 


Write for Folder 


CONJOR SHOE COMPANY 
287 Broadway New York 7, N. Y. 
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CHILDREN'S 


Barefoot Sandals 
Goodyear stitched construction 


Brown 
White 


Sizes 8'/2 to 11 
NEW YORK FOOTWEAR CO. 


10 West 32nd Street, NEW YORK 1, N. Y. 
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J. O. Moore Heads 
Retail Group 


Boston—John O. Moore was elected 
president of the Popular Price Shoe 
Retailers Association at the organiza- 
tion’s annual meeting at the Copley- 


J. O. MOORE 


Plaza Hotel a few days ago. Mr. Moore 
is president of the Miller-Jones Com- 
pany, a Midwest chain of popular price 
shoe stores, and also of the chain’s 
parent manufacturing organization, the 
H. C. Godman Company. 

Mr. Moore, who had been a vice- 
president of the group, succeeds I. M. 
Kay, head of Berland Shoe Stores, who 
was a co-founder and first president 
of the Popular Price Shoe Retailers 
Association when the group was formed 
in 1944. Mr. Kay was presented a 
gold watch and a scroll which read in 
part, “In a spirit of deep appreciation 
the members, directors, and officers 
of the Popular Price Shoe Retailers 
Association make this sincere acknowl- 
edgment of the intelligent, courageous, 
and unselfish leadership of Isidore M. 
Kay during his two years as president.” 

Members elected to the board of di- 
rectors are David L. Slann, Butler’s, 
Inc., Atl@nta, Ga.; Dan M. Cohen, The 
Dan Cohen Company, Cincinnati, Ohio; 
Mark A. Edison, Edison Brothers 
Stores, Inc.; St. Louis, Mo.; Lawrence 
Merle, Endicott-Johnson Corp., Endi- 
cott, N. Y.; Harry Karl, Karl’s Shoe 
Stores, Ltd., Los Angeles, Cal.; George 
L. Smith, G. R. Kinney Co., Inc., New 
York; Alfred L. Morse, Morse Shoe 
Stores Corp., Boston; David W. Herr- 
mann, Murray M. Rosenberg, Inc., New 
York. Jack M. Schiff, The Schiff Co., 
Columbus, Ohio; Frank J. Schell, Sears, 
Roebuck & Co., Chicago; Frank But- 
terworth, Spencer Shoe Corp., Boston; 
and Mr. Kay and Mr. Moore. 
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“OUTDOR-EES” 
Flexible California Process 
SMOOTH ELK LEATHER 


$2.60 


pr. 
2% 10 days, Net 30 
F.0.8. Chicago 


T-STRAP SANDAL 
Leather Sole 

COLORS: All over White, Red, Beige— 
Beige with Brown Wedge — White with 
Brown—White with Red. 7 

SIZES: 4 to 9 (half sizes) M width 

Packed 36 pr. to cose assorted sizes 

Minimum orders 18 pr. per color. 


Immediate Delivery 


WILLIAM COHAN CO. 
— Third Floor — 

Play Shoes—House Slippers—Sport Shoes 

19 So. Wells St., Chicago 6, Hil. 
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WORK SHOES 
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| Men’s Steel Toe Safety Shoes 


and 


Men’s Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 


Holliston, Massochusetts 
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WOMEN'S SLIPPERS 
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Women's FELT 
Juliet 


| Herd Leother 
| Compo Sole 


No. 71 
Bs own 


BLAIR & ROSS, Inc. 


76 Reade St. N.Y. C. (7) 
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Shoe Group to 
Advertise Nationally 


New YORK.—.ine tweive retail mem- 
pers of Shoes Associated, inc., held a 
two-day meeting at Hotel Vanderbilt 
late last month to discuss Fali promo- 
tion plans, according to Gregory J. 
Tobin, executive vice-president o1 the 
group. Specific men’s, women’s, and 
children’s shoe styles, with their proper 
accessories, were selected for group ad- 
yertising on a nationwide scale. The 
first ad will appear in the May issue 
of the magazine Pic; subsequent ads 
will be announced at a later date. 

“I have been amazed at the progress 
we have made in our short, four-month 
existence,” Mr. Tobin said. “The in- 
dustry as a whole has given us most 
encouraging support and the twelve in- 
dividual members have displayed real 
willingness to work together for the 
mutual benefit of all.” 

Shoes Associated, Inc., is ® planning, 
coordinating, and merchandising or- 
ganization with central offices in the 
Empire State building. Officers are: 
president, George Hess of N. Hess’ 
Sons, Baltimore, Md.; vice-president, 
Edward Orr of the Potter Shoe Com- 
pany, Cincinnati, O.; vice-president, 
Harold Volk of Volk Brothers Com- 
pany, Dallas, Texas; and treasurer, 
Henry Dahl of Thayer McNeil Com- 
pany, Boston, Mass. The other eight 
members include the Fontius Shoe Com- 
pany, Denver, Colo.; Gude’s, Los An- 
geles, Cal.; Imperial Shoe Store, New 
Orleans, La.; Krupp & Tuffly, Inc., 
Houston, Texas; Nordstrom’s, Seattle, 
Wash.;. Sommer & Kaufmann, San 
Francisco, Cal.; W. H. Steigerwalt, 
Philadelphia, Pa.; and Wetherhold & 
Metzger, Allentown, Pa. 

The group will hold an annual meet- 
ing at the Town House, Los Angeles, 
May 15 through May 17. 





Calls for Increased 
Rayon Allotments 


New Yorxk.—After a three-month 
study of the serious hosiery scarcity, 
the Popular Price Shoe Retailers’ As- 
sociation has called upon CPA to re- 
store allocations of rayon yarn to 
hosiery mills until nylon hosiery pro- 
duction more nearly meets public needs. 
In a letter to John D. Small, CPA ad- 
ministrator, Edward Atkins, executive 
secretary of the association, declared, 
“CPA’s total contribution to a serious 
scarcity has been a series of newspaper 
statements and reports, none of which 
will increase the hosiery supply by a 
single pair.” 

Answering CPA claims that no ac- 
tion is necessary inasmuch as hosiery 
production will soon be sufficient, the 
association points out that 18 to 20 mil- 
lion pairs of women’s full fashioned 
rayon hosiery must be made each month 
until the current shortage is overcome. 
To achieve this production 1,500,000 
pounds of rayon yarn are needed, over 
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THE KRIPPENDORF FOOT REST YEARS! 


BQssbyY SOXERS like “chicken” shoes — Grandmother 
| goes for slippers — but in between come thirty years of 
preference for Krippendorf Foot Rest Shoes. Because Foot 
| Rests combine fit with fashion — because they are all-pur- 
pose shoes for every hour of the day. And the grown-up, 


married woman with better buying power — with steadier 
buying habits — is the customer on whom to build your 


success. 
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Priced $6-95 and $7.95 
{A few styles higher) 


FE 


twice the present monthly allotment. 
“A mandatory program to provide the 
necessary yarn would probably be wel- 
comed by the yarn producers them- 
selves,” the association said, “since it 
would assure equity and fairness to all 
participants. We feel our responsi- 


bility to the public most keenly,” the 


letter continues. “If we cannot bring 
to the public the hosiery it needs, we 
want it clearly understood that it was 
not because we have not tried.” 





Shoe Club Meets 


New York—Charles A. Donelan, a 
special agent of the FBI, was the 


The Krippendorf-Dittmann Company 


Cincinnati, Ohio 


New York Showroom: Marbridge Building 


See. en 


speaker at a luncheon meeting held by 
the Shoe Club, Inc., at Hotel McAlpin 
a few days ago. The meeting was the 
first since the recent member survey 
which indicated that luncheon gather- 
ings are preferred to those held in the 
evenings. Members also took leave of 
Fred M. Pearlberg, a charter member 
and past president of the group, who is 
soon to move to the West Coast. 


Change Store Name 


BristoL, CoNN.—Drill Shoes is the 
name of the remodeled Bristol Shoe Co. 
store, here. David Drill remains the 
owner of the business. 
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SANDALS 





California Process 
COCKTAIL SANDAL 


~ 


Net 30 days 
F.0.B. Chicago 


#35050—White Crushed Elk 
3#35051—Same in Beige Crushed Eik 
##35052—Same in Red Crushed Elk 


Sizes 4to 9. 18 pr. minimum 
Immediate Delivery 


McBREEN SHOE CO., INC. 


305 W. Monroe St. Chicage 6, Mi. 
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MEN'S SLIPPERS 





MEN'S ROMEO 
All Leather Upper. Full Leather Lined. 
Lockstitch Construction. Leather Soles. 


$3.00 
Net 10 days 
F.O.B. N. Y. 


Sizes 6-11. 
36 pr. cases 
only 


SELBURN SHOE CO.., Inc. 
153 Duane Street New York 13, N. Y. 











PLAID SHOE LACES 





PLAID SHOE LACES 
In Stock for Immediate Delivery 
Write for Color Card TODAY 

LYONS & COMPANY 


120 Duane St., New York 7, WN. Y. 
QUALITY SHOE STORE SUPPLIES fer 44 years 














Mitmesser Gives Up 


Shoe Post 


Detroit, MicH.—Joseph H. Mitmes- 
ser, who is almost the dean of Detroit 
shoe buyers, has given up his post at 
the J. L. Hudson Company, where he 
has been buyer of men’s shoes for 37 
years. He will remain with the Hud- 
gon Company, shifting into the men’s 


clothing department. 


Mr. Mitmesser is retiring from his 
shce post in order to reduce the load of 
war years, and to be free from the 
responsibility he carried through the 
necessity of traveling. He does not 
pian to retire from business, however. 

Mr. Mitmesser started with the 
Regal Shoe Store, carrying both men’s 
and women’s shoes, on Woodward Ave- 
nue in Detroit, and remained with them 
for about a year, when he joined the 
J. L. Hudson Company. At that time 
all shoe departments were located to- 
gether, on the first floor. About a year 
later, the departments were segregated, 
and he took over responsibility for the 
men’s department, which he has had 
ever since. 

Mr. Mitmesser’s post is being taken 
by Ross W. Crise, who was his assis- 
tant for the past six years. Mr. Crise 
formerly had a men’s haberdashery 
store of his own on Woodward Avenue, 
und later joined Sears Roebuck & Com- 
pany in their Detroit store. He has 
been with the shoe department at J. L. 
Hudson for about ten years. 


New Store Opens 


CupaHy, Wis.—The Seiden Shoe 
Store, operated by Mr. and Mrs. G. 
Seiden, has been opened here. Mr. 
Seiden recently was discharged from 
the armed forces. Nationally known 
shoes will be featured in the new store. 


Honesty the Best Policy? 





B%.< es 

Chicago, Ill. — Honesty cost Frank 
Barone $1,090 recently, but he never 
doubted for a moment that it was worth 
it. Mr. Barone, operator of the Notre 
Dame Shoe Repair Shop, here, had a cus- 
tomer who brought in a pair of shoes to 
be reheeled. Inspecting the shoes, Mr. 
Barone pulled out a roll of ten and twen- 
ty dollar bills, totaling $1,106. When the 
man returned, he was given his money, 
but he insisted that Mr. Barone keep $10 
@s a reward. 
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CHILDREN'S SANDALS 
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UNLINED ELK SANDAL 
Brown Sport Rubber 
Sole and Heel 


At Once 
Delivery 


$4.50 


Fon AY. 


White E:ixn—SGrown Elk 
Sizes: 5-8, 82-12. 12Ve-2 

36 prs. to a run of color to case 
Look for Us at the New York and Dallas Shows! 


POLONER SHOE CO. 


156 Duane Street, New York 13, N. Y. 
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Quality Shoes 





From the Nation's 
Leading Manufacturers 


M. K. WEIL SHOE CO. 
While in Town See Weil 
1215 Washington Ave. 
St. Lovis 3, Mo. 


BARIS SELLS 


Quality Shoes from Surplus 
Merchandise. Better for Less 
BARIS SHOE CO.., Inc. 
Worth 2-5180-1 
79-81 Reade $t., New York 7, N.Y 























To Expand Houston Store 


Houston, Tex.—Battlestein’s has an- 
nounced a store expansion program 
costing $1,000,000, which will enlarge 
and modernize every store department. 

One entire floor will be devoted to a 
shoe salon under the new set-up, ac- 
cording to the announcement by Philip 
Battlestein. Another will be given over 
to infants’ wear and teens’ wear. Ac- 
cessories departments will be enlarged. 

In addition, the store will be air-con- 
ditioned, and new elevators will be in- 
stalled. 
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GIVEAWAYS! 


THE SHOE RETAILER’S 


SURE-FIRE 
GOODWILL 
BUILDER 








ASK FOR CATALOG 25A 


tHE Lederer 





Shoe Board of Trade 
Gives Scholarships 

New YorkK.—Seven students of the 
Fashion Institute of Technology and 
Design will receive maintenance scholar- 
ships amounting to $5,600, and 32 stu- 
dents of the Central High School of 
Needle Trades will be awarded scholar- 
ships of $100 each for maintenance for 
one semester as a result of a donation 
by the Shoe Manufacturers Board of 
Trade of New York, Inc., and six of its 
members. The presentation of a check 
covering the donation was made by 
Morgan Grossman, chairman of the 
Scholarship Committee of the board, at 
a luncheon at the Needle Trades School 
on April 9. It was accepted by Max 
Meyer, chairman of the board of the 
Needlecraft Education Commission and 


of the Educational Foundation for the 


Apparel Industries. 

Individual scholarships covering the 
two-year maintenance of students at- 
tending the Fashion Institute were 


Write for our 
newest 

trated catalog 
| of souvenirs and 
a 1 advertising nov- 


and girls. 


INDUSTRIES, 


SEPPLVYInGg AOVERBTISing AGVELCTICQgn BIeece 


donated by David Cohen, president of | 


the board and of M. Cohen & Sons; 
Morgan Grossman, vice-president and 
treasurer of Grossman’s Shoes, Inc.; 
Moe Gingold, of Elias Bros. Shoes; 
William Weinboldt, of Mercury Foot- 
wear; Arthur Livers, of Frank Bros., 
Inc.; Morris Delman, of Delman Shoes. 


Observe 50th Year 


HAMILTON, N. Y.—Stradling’s, qual- 
ity clothing and shoe store here, cele. 
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No. 64 COMICS 


Always large assortment on hand. All 10¢ retailers. Each 
booklet carries a complete and exciting story fully illustrated 


in color. For boys and girls. 
Price, no ad, 288 (min.) 4%¢ each in any quantity 


Inc. 


39-45 WEST 19th STREET »« NEW YORK 11, N. Y. 


1902 














brated its fiftieth anniversary recently. 
Founded in 1896 by Thomas Stradling, 
33 years after coming to this country 
from England, the store was operated 
by his son, Samuel, after the founder’s 
death in 1914. The store is now oper- 
ated by George and Richard Stradling, 
grandsons of the founder. 





The Marines Had 
A Leisure Shoe 
[CONTINUED FROM PAGE 92] 


cross-cut storm welt has been added. 
The sweeping curve of the upper and 


the pear shaped heel which winds up in 
a dog-ear seems to have a world of fit 
and comfort in it. We believe it will 
find great favor with civilians as well 
as returning service men. Shoe-wise 
vets who have seen samples of “Boon- 
dockers” point out that their backparts 
are exactly like that of the combat shoe 
which were an unending source of com- 
fort to the foot-tired marching soldier. 
Besides being an excellent shoe for 
Fall leisure or street wear, it should be 
pointed out that it is a natural for the 
wet, slushy homeward trek which is 
the bane of the foot-tired commuters’ 
wintertime existence. 





real source of profits. 
a 


357 Fourth Avenue 


LYNCHBURG, VA. 


Branch Offices 
GRAND RAPIDS, MICH. 
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WILLIAM ISELIN & Co., INC. 


FOUNDED 1808 


Our factoring service makes it possible actors... 
for the shoe executive to devote full time 
to production and selling activities—the 


NEW YORK 


LOS ANGELES. CALIF. 
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THREE PIECE SET 


SHOE DISPLAYERS 
"MODERN" 


LUSTROUS CHROME STANDS WITH CLEAR 
GLASS SHELVES 


Ne. RJZI—This set will trim a complete window 
with one 18” high fixture in center and the two 12” 
fixtures on each side. Glass shelf on 18” fixture is 
10” x 24” on 12” fixtures 10” x 18”. Packed one set 


to a carton. 
Price per set of $1 6-50 
F.0.B. Chicago 


3 including glass 
HECHT FIXTURE CO. 








212 S. Franklin St., Chicago 6 
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CREEPERS 


No. 704... All smooth washable 
leathers, darex sock lining, heavier 
midsele, Puritan Lock-stitched sole 
seamed in along toe. Plain toe. 


Sizes 1, 2, 3,4 Dozen $13.80 


No. 705.. Same as above, perforated toe. 


, 
411 N. Teoth St. « St. Lowis 1, Mo. 
Terms: 5%, 10 days, 30 days net. 
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Review of the 
Retail Trade 


[CONTINUED FROM PAGE 72] 


dress at this store. 

C. M. Stendal showed a number of 
models, in blue or red calf, brown or 
green lizard, black doeskin, and black 
patent, all creating high interest. 
There were handbags to match. Favor- 
ite style was a sandal. 

Packard’s met with good reception 
for a black calf shoe with cut-out toe 
design, to tie-up with the new softer 
suits. Black patent also sold well at 
this store in sandals with high heel. 
A great favorite was a black patent, 
blue or brown baby calf platforms. 
studded with 14 karat gold plated 
nailheads. 

Maurice L. Rothschild showed 
pumps in black or brown calfskin 
which sold well. Black baby calfskin 
pumps, open toe and closed heel were 
liked. Reptile open back oxfords with 
rather low heels in beige or black and 
white lizard or brown alligator, were 
extremely popular. 

* * * 


St. Paul 


MATCHED shoes and bags were fea- 
tured at Field-Schlick. One model 
which was popular was a patent 
leather sandal in cherry coke shade, 
with a matching shirred envelope 
pouch handbag. Another style which 
found much favor was an alligator 
sling pump in brown with cross 
straps. 

The suit, bag and shoe was the 
theme of Maurice L. Rothschild in 
presenting new, simple and _ trim 
styles, with closed heels and toes. 

Macey’s were showing genuine 
green snakeskin pumps and pumps 
made up in red lizard, both of which 
found good sale. White satin sandals 
were given promotion for parties, 
bridal costumes and formal wear. All- 
leather casual models are featured 
here, with good success in sales. Town 
Brown was the favorite color; moc- 
casin-types were good, sling backs 
and open toes were wanted. 

At Newman’s many styles were 
popular. The classic pump with dou- 
ble buckle in brown calf and walking 
heel was a favorite. Red sandals made 
up in doeskin sold well. 

The Golden Rule featured red 
suede wedgies, selling at $12.95. 
Graceful cross straps helped give slim 
effect. Alligator spectators to wear 
with tailored clothes were popular. 
A black plastic patent with platform 
sole was offered as a novelty style. 


Schuneman’s, Inc., featured ten 
variations on the black patent theme 
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W. t, OouGtaS # SHOE CO. BROCKTON 15, mass 


Kew York Offices West Coast Offices 
908-510 Marbridge Bide] Hany Bide, Les Angaies 14, 
how York 1, Now York Colttorpia 
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NOVEL LEATHER 
SANDAL Sth. aus 





bd - 

“265 Men's saddle tan leather sandals 
with new improved brown rubber 
and cord sole for greater wear with 
more resiliency and comfort. 

SIZES 6 TO 12 — 24 PAIR CASES 
AT ONCE DELIVERY 


A. L. OSHEA 


212 Essex St., Boston, Mass. * | 














* 
in a half page ad of Easter fashions 
in shoes, the remainder of the full 
page showing garments under the 
theme “From Top to Toe.” Sandals. 
ties and pumps in this leather are all 
popular. 

Black suede with platform of nail- 
heads in sling pumps was much ad- 
mired. Bags are:tied in with shoes in 
both casuals and dress shoes. Other 
accessories are featured in the shoe 
section with success—belts, gloves. 
bags, hats. A large variety of gay 
sport shoes, saddles, strollers, loafers 
in all brown and in brown and white 
were liked. 
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Bi MEN'S Here is an authentic replica of the 
early shoe horn that was made from « 

eae LEATHER SOLE steer's horn. The Gits Plastic shoe 
SLIPPER SANDAL horn represents an exceptional retail 

In Stock — Immediate Delivery value with a ready market a full 

discounts. This artistic reproduction 

erring pte many ay is molded in unbreakable plastic and 

a range of lustrous mottled colors, 

which proved the majority choice in 

actual merchandising tests. Colors: 

bone onyx, green onyx, amber onyx, 

= red onyx. A real utility item of gift 





Heads Charitable Group 


PORTLAND, ORE.—At the Western 
Regional Assembly of the Council of 
Jewish Federations and Welfare Funds 
held at Hotel Benson, here, recently, 
Max H. Block, president of Block’s Shoe 
Stores, Inc., Seattle, was elected to the 
presidency of the Western Region. 

Mr. Block, long active in Jewish 
philanthropies and social services, is 
also honorary chairman of the Fed- 
erated Jewish Fund of Seattle and 
chairman of the Seattle chapter of the 
American Jewish Committee. 

The Western Regional Assembly en- 
dorsed the $100,000,000 national cam- 
paign of the United Jewish Appeal, 
agency for the relief and rehabilitation 
of stricken European Jewry. The as- 
sembly was attended by outstanding 
Jewish leaders of all of the Western 
states and plans were made for the ac- 
tivities of the region for the coming 
year. 








Attend Salesmanship Course 


HELENA, Mont. — Salespeople from 
Thistlewaite and Livingston shoe stores 
have enrolled in a sales personality de- 
velopment training course sponsored by 
the vocational education department of 
Helena High School. The class is de- 
signed as a refresher course for former 
retail clerks who are returning from 
the service. 
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Ye Olde Shoe Horn 
is glorified in Plastic 









































quality. Retails 25¢ each. Order thru 
your jobber. 


al 


4609 West Huron Street 
Chicago 44, lilinois 







Manufacturers of the famous Gits Flashlights, Knives, Savings 
Banks, Games, Protect-o-sbields, etc. 
Canadian Distributor: 
Kahn, Bald & Laddon, Ltd., 69 York St., Toronto 

















~ Quality Shoe Store to Ouent in 1 Early y Fall. 





























Philadelphia, Pa.—Abram's Hardwear Shoes, known to two generations of Phila- 
delphians as a chain of cancellation shoe stores, will open the first unit in a chain 
of exclusive shoe stores early this Fall. The store will be known as Abram's of Ger- 
mantown. Air-conditioned, and ultra-modern it will be completely departmentized. 
The building will have a conservatively modern front of pink marble. Quality lines 
in prices ranging from $7.95 to $25.00 will be carried. 
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STYLECRAFT 
SHOE ORNAMENTS 


Add 
“GLAMOUR” 
to Shoes 

The “LITTLE-BO" —Style #621 
Can be clipped on the front or side of Shoes. 





4 


Studded with Geld 
(Clips on ali 
Speelfy the colors or combination 

desired. 

Minimum Order 

40/ a Pair 3 Doz. Pairs 

PROMPT DELIVERIES! 


STYLECRAFT PRODUCTS CO. 
16 HUDSON ST., NEW YORK 13, N. Y. 
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SHOE BAGS 
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Men's and Women's 


SHOE BAGS 


Made of finest 
waterproof 
LEATHERETTE 
obtainable Raw- 
hide finish. 
Washable. A 
sturdy bag. A 
profitable item. 
To display them 
is to sell them! 
RETAILS: 

$300 to $350 
COLORS: Maroon, Green, Blue, 
Strong Binding. 

SIZE: 17" x 30"; Pockets 7%4" deep. 


Also Children’s Bags of coated material, 
illustrative Children's figures. Each with 
8 pockets Retails $1.00 to $1.25 


Bags packed | doz. package 
F.O.8. } a 
Details and Prices on Request 
Immediate Delivery 


WILLIAMS PRODUCTS CoO. 
1855 Milwaukee Ave., Chicago 47, Ill. 














Buy Savings Bonds 
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Sheppard Receives War 
Department Award 


HANOVER, Pa.—Lawrence B. Shep- 
pard, president of the National Shoe 
Manufacturers Association and head of 
the Hanover Shoe, Inc., has received 
the War Department’s Certificate of 





LAWRENCE 8B. SHEPPARD 


Appreciation for service rendered the 
Quartermaster Corps during World 
War II. Mr. Sheppard served in Wash- 
ington from August, 1942, to October, 
1945, as Deputy Assistant Director of 
the Textile and Leather Bureau. He 
was responsible for supervision and di- 
rection of the shoe and leather division 
and for providing the Army with foot- 
wear. 

The certificate was accompanied by 
a letter from Brigadier General H. L. 
Peckham of the Quartermaster Corps, 
who said, “The success of the procure- 
ment program was attributable in great 
measure to the capable and patriotic 
assistance of individuals such as your- 
self.” 9 

The award is in the form of a cita- 
tion which bears the seal of the United 
States and reads, “The War Depart- 
ment expresses its appreciation for pa- 
triotic service in a position of trust and 
responsibility to Lawrence B. Shep- 
pard, who, as Deputy Assistant Direc- 
tor, Textile Clothing and Leather Bu- 


‘reau, WPB, from August, 1942, to Oc- 


tober, 1945, was largely responsible for 
the overall supervision and direction 
of the Leather Division, and rendered 
outstanding service in the important 
work of directing the flow of critical 
leather to shoe manufacturers for 
maintaining production of footwear for 
the Army.” 

The certificate bears the signatures 
of Major General T. B. Larkin, the 
Quartermaster General; Lieutenant 
General LeRoy Lutes, Commanding 
General, Army Service Forces; and 
Robert P. Patterson, Secretary of War. 
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MEN'S SANDALS 
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MEN'S LEATHER SANDALS 


LEATHER SOLES with PLATFORM 
BROWN RUBBER HEELS — Will 
met mark fleors 








per pair 
net F.0.8. 
N.Y.C. 
COLORS: 
Natural, 
VPactee Brown, 
ors Sun Tan 
Min. SIZES: 
18 pra. te 6 6-11 and 
color. 7-12 
Other Style Sandals Avuiiabie—Some With 


Wedge Heels 


KANDEL SHOE CO. 


Men's and Boys’ Fine Shoes 
114 Reade Street New York 13, N. Y. 
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Made in California 








JANSEN SHOE CO. 
Manufacturers 
7408 MELROSE 
HOLLYWOOD 46, CALIFORNIA 

















Department Store Sales Up 


RICHMOND, VA.— Department store 
sales in the Fifth Federal Reserve Dis- 
trict in the week ending March 16 were 
8 per cent above sales for the corre- 
sponding week of 1945 and were 2 per 
cent above sales for the previous week, 
according to figures just released by 
the Federal Reserve Bank of Richmond 
research department. 

Cumulative sales in the four weeks 
ending Marcli‘ 16 were 12 per cent 
above sales of a similar period in 1945, 
the figures showed. 
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Answers to Boot and Shoe LQ. 


2. Upper 
3. Welt 
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... Magic words 
that will bring 
REAL PROFITS 
to PLAY-POISE 
DEALERS ...s00n 
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Sorry — no new Play-Poise 
franchise available yet 





THE VIRGINIA SHOE CO INC 


Fredericksburg, Va 









British Trade Prepares 
For Exhibition 

The biggest trade show of its type 
since the beginning of the war, and 
certainly the most selective demonstra- 
tion of consumer goods ever staged in 
Britain will be the “Britain Can Make 
It” exhibition for which British manu- 
facturers are now actively engaged in 
the production of show items. 

The footwear industries will be fully 
represented in a display which will 
concentrate on presenting the highest 
standard of design. The exhibition is 
sponsored by the Board of Trade and 
organized by the Council on Industrial 
Design. This organization is charged 
with the duty of improving the design 
of British goods, with the improvement 
of functional and physical perform- 
ance and with the coordination and de- 
velopment of the best possible level of 
quality of workmanship allied to excel- 
lence of materials and appearance. 

The exhibition will run from Septem- 
ber 24, and will be visited by a large 
number of overseas buyers. There will 
be no selling and no payment by ex- 
hibitors for space, the selection of dis- 
plays being in the hands of a committee 
with Lord Woolton, well-known British 
department store chief and first Minis- 
ter of Food, at its head. Only selected 
items will pass this body into the ex- 
hibition, which will be important for 
two reasons. It will demonstrate the 
immediate trend of British production, 
since the goods shown in these various 
sections are the types likely to be pro- 
duced in the immediate future. The 
section devoted to “Design for Tomor- 
row” will attempt to forecast the fu- 
ture trend of British design over the 
next 20 years in terms of new ma- 
terials, new processes, and new func- 
tions. The visitor will thus be able to 
see, in this exhibition, the immediate 
short term, and the long term policy of 
design in British manufacturing. 

The necessity for excellence of de- 
sign is being stressed not so much to 
sell the immediate consumer goods 
which could readily enough be sold in 
the present consumer goods famine in 
the world, but to prepare for the more 
acute position some five years hence 
when that original demand has been 
satisfied and goods will once again sell 
on their merits. 








New .. 
. . . with Every advantage 
ever built into an x-ray shoe 
fitter . . . with New Fea- 
tures to bring you New 
Mopet performance . .. and 
Up-to-Date design to add to 
the attractiveness of your 
store ... with Selektor Con- 
trol to offer you individ- 
ual fluoroscope x-ray for 
ALL your custemers; Men, 
Women and Children .. . 
with Dynamikore trans- 
former to offer quiet, 
smooth, powerful operation 
. with Special Patterson 
screen for a brilliant pic- 
ture . . . with Automatic 
Timing and Circuit Breaker 
protection ... with All Steel 
mechanical interior con- 
struction ... with More For 
Your Money than any 
other machine can possibly 
offer you. 


. .. Built on M. B. Adrian’s 
Tuirty YEARS’ experience 
in the development and 
manufacture of x-ray shoe 
fitting equipment. 


THE M.B. ADRIAN 
“SPECIAL” 





Reer 
View 
BRLERTOR 
buttone 
Available Through Leading Shoe 


Manufacturers or Write Direct 
for Literature. 





M. B. ADRIAN & SONS X-RAY CO. 


“Originator Of X-Ray Shee Fitting" 
2507 South Howell Ave., Millwaukee 7, Wis. 
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SANDALS 
CALIFORNIA SANDAL} 
5 PRICE 4 
} $4.90 } 
; NET , 
; 30 Cavs , 
SIZES 
; 4/9 


36 PAIR 
CASES 


; At once delivery 


A. L. O’SHEA 


2% 212 Essex St. ., Boston, Moss. 
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SHOE CLEANER 
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SENSATIONAL 


White Dry Shoe Cleaner 
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Cost, $1.75 Dz. — $18.00 Gr. 


ORDER FROM YOUR JOBBER 
OR DIRECT FROM FACTORY 


§ & M CHEMICAL CO., Inc c. 


Ave., Chicago, ili. 
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CLOSET SHOE BAGS 
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Quality Suede Cloth, solid colors and color 
combinations. One size for Men's and Ladies’ 
dozen. 
Stocked 


Shoes—12 pockets $22.80 per 

Kiddie size holds 4 pairs ag 

fa colors of wine, blue and red with cute 
nursery rhyme characters embossed on each 

mew wid Priced at $10.80 per dozen. 


LYONS & COMPANY 
120 DUANE STREET, NEW YORK 7, N. Y. 
QUALITY SHOE STORE SUPPLIES for 48 Yours 














NO. 4 
WHITE 2 
TWISTEX 
« Women’s California process san- : 

STYLE dal made with fine quality 
NO. 2054 twistex fabric over comfortable 

RED lasts with leather soles. A > | 
TWISTEX very popular style. ; 
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Shoe Stores Show 
Sales Increase 


CoLumBus, O.—Sales of 28 inde- 
pendent retail shoe stores in Ohio, with 
aggregate sales for January, 1946, of 
$255,160, were eight per cent ahead of 
sales in the same month of 1945, but 
dropped 30 per cent from volume ex- 
perienced in December, 1945, the pre- 
vious month, according to a survey by 
the Bureau of Business Research at 
Ohio State University. 

However, shoe stores, representing 
approximately one-fourth of the 122 
stores in the apparel group, fared bet- 
ter than the group as a whole, which, 
with total January sales of $2,232,814, 
experienced only a two per cent gain 
over January of 1945, and a 50 per cent 
drop from December of 1945, the re- 
port showed. 

Cities with a population between 50,- 
000 and 99,999 showed the greatest 
gain—41 per cent—for January of 1946 
over the same month last year, while 
places of less than 2500 population 
showed the second greatest such gain 
—32 per cent. Cities with more than 
100,000 population averaged an 11 per 
cent gain over January of 1945, with a 
39 per cent drop from December of 
1945. 





To Hold Three-Day 
Fashion Show 


Daas, TEX.—Dallas will shortly be 
the scene of a three-day fashion exposi- 
tion when A. Harris & Co. stages a 
“California - Texas Round-Up” pre- 
senting the newest style trends from 
the West Coast. Fourteen designers 
and fashion artists of California will 
attend the event, April 22 to 24, as 
guests of honor, it was announced by 
Arthur L. Kramer, president of the 
company. 

All types of original California style 
creations will be exhibited. The visi- 
tors will be entertained at a series of 
luncheons, dinners, parties and style 
shows throughout the three days. Sev- 
eral of the designers will bring their 
new style creations to Texas for first 
presentation, nationally. 





Plan Modern 
Children’s Store 
Houston, Tex.—A modern juvenile 


shoe store will be installed here soon 
at a cost of $25,000, Maurice Margolis, 
owner of the Poll-Parrot Juvenile Shoe 
Store, has announced. 

A long-term lease on a 20 x 68 ft. 
building space in the 4400 block of 
Main Street has been obtained from the 
W. E. Gibson Company and remodeling 
of the building will begin immediately. 

Mr. Margolis said the store would 
be air-conditioned and have the latest 
lighting arrangements in addition to 
providing other modern facilities. 
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CHILDREN'S SLIPPERS 
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CHILDREN’S ZIPPER SLIPPERS 


Stitchdown Construction 
Full Leather Upper and Sole 
$2.25 = 


Net 10 da 
F.O.B. N.Y. 









No. 32 


Colors: Brown, Blue, Red 
Sizes: 5-8, 82-12 
Minimum Order 36 prs. 
SELBURN SHOE CO.., Inc. 
153 Duane Street New York 13, N. Y. 
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MEN'S SLIPPERS 
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MEN’S LEATHERETTE EVERETTS 


Leather Soles 
Rubber Heels 


$4.15 


Net 10 days 
F.0.8. N.Y. 


IN STOCK 
36 prs. to case 





Men’s Brown, Sizes 6-8; 6-11 
Boys’ Brown, Sizes 2-5 
Women’s Black, Sizes 4-9 
Leok for us at the New York and Dallas Shows! 


POLONER SHOE CO. 


156 Duane Street, New York 13, N. Y. 








Personnel Shifts at 
Knight Shoe Store 


PoRTLAND, ORE.—Reorganization and 
expansion that places three widely 
known shoe men in top position, has 
been announced by. Oscar Olman, 
Knight Shoe Store, here. 

Harry F. Goldstein, long a shoe man 
in Portland, has been made general 
manager. Fred Lund is named mer- 
chandise manager. Chet Smith, Knight 
buyer and personnel supervisor for the 
last two years, is the new sales man- 
ager. 

Mr. Goldstein has operated his own 
shoe stores in Portland. Mr. Lund be- 
gan his business career as stock boy 
in 1921 and gained his experience with 
several Portland shoe firms, having 
been manager of one since 1989. Be- 
fore coming to Portland, Mr. Smith op- 
erated shoe stores in Eugene, Klamath 
Falls and Pendleton and Medford. 
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} brand-new 
brand in 
children's fine leather 


slippers — 


\ mlb 


...And now children’s slippers 


€ 
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with the points of superiority that have 
established Sambros as one of America’s 
leading makers of women’s volume-selling 
slippers and casuals. California construction— 
Armstrong cork platforms,—leather soles. 


TO RETAIL FROM $3. to $4.00 


Si ZiPPO—Red, beige or blue with black 
ee patent collar. 

SNAPPO—Red or blue with two ™* 
+hem snap fasteners. 


at | 
a OF HOLLYWOOD : 1440 BROADWAY. NEW YORK 18, N. Y. 


Marbridge Biag., 47 W. 34th St., New York 
ffi 
Py Sehey Ooeees Haas Bidg., Los Angeles 
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Open New Health Spot Store 


Detroit, Micu.—Health Spot Shoe 
Store has been opened at 15391 Liver- 
nois Avenue, in the Northwest section, 
here, half a block from the site for- 
merly occupied by the company for 
geven years. New store is in the loca- 
tion formerly occupied by the Noble 
Shoe Company. Edward F. C. Haldy, 
who has managed the store for the past 
six years, remains as manager. 

The new store is small, designed for 
personalized customer service. Front 
is light brown, with the name embossed 
in red letters over the display window. 
Entrance is at one side. The window 
has a side wall of green toned back- 
ground, with a series of pictures in the 
form of medallions on the wallpaper 
as its outstanding feature. The window 
display itself is toned in green, with a 
three-stage arrangement for display. 

Interior of the store carries out the 
same wallpaper design on three walls, 
toned in two-tone tan, instead of green 
as in the window. A plain tan and 
white wall is above, with a white ceil- 
ing. 

Two suspended fluorescent fixtures 
are used for lighting. At the rear of 
the store is a mahogany office-style 
desk, giving the office tone to the store, 
rather than a straight merchandising 
atmosphere as in the usual shoe store. 
Red and black leather spring steel 
chairs are placed around for customers. 
All stock is concealed. 


To Open Toledo Store 


TOLEDO, O.—Curley’s, Inc., will open 
a store in Toledo at 435-437 Summit 
St., with Jack Rosenbaum as manager. 


Open Modern Headquarters 


PORTLAND, ORE. — Brazelton’s Shoe 
Store, one of the well known shoe out- 
lets in the Pacific Northwest, which is 
headed by J. D. Brazelton, has an- 
nounced the opening of modern head- 
quarters at 524 S.W. 10th Avenue, 
here. 


Intensive Promotion 


Heralds New Shoe Salon 


[CONTINUED FROM PAGE 74] 


“Adler Set’s” teen-age department, 
now being remodeled to include the 
youthful part of the shoe line. De- 
signed to draw the teen-ager’s atten- 
tion, a complete line of young shoes, 
especially designed for this group, soon 
will be on display here, together with 
dresses, lingerie, and so on, for the 
young “Adler Set.” Such departments 
in several other Kansas City ready-to- 
wear shops and department stores are 
receiving hearty cooperation from the 
young people. 

The decor of the salon is modernistic 
with soft, indirect lighting. The low 
ceiling is of muted gray, with gray 
walls and gray carpet, which sets off 
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the rich ruby red and complementary 
green of the chairs. Recessed displays 
of newest shoes and matching handbag 
and belt sets act as an interesting back- 
ground in curved walls, subtly eye- 
catching with indirect lighting. The 
general effect is one of beauty and the 
style-consciousness the department 
stimulates. Mirrors are placed conve- 
niently around posts that are part of 
the building plan of the floor. 


Though 24 salesmen were busy every 
minute in the new salon on opening 
day, its regular crew is made up of 15. 
Three young women, experienced ac- 
cessory merchandise salespeople, are on 
hand regularly to match shoes with 
bags and belts, although five were 
hardly enough on the day the depart- 
ment opened. 


In addition to this leased department 
in Adler’s, Mr. Mendelson and Mr. 
Shapiro own the shoe department in 
Konner’s, specialty shop in Paterson, 
N. J., Irving’s in Erie, Pa., and re- 
cently have opened a salon in the fur 
shop of Leppert-Roos in St. Louis, Mo. 
Before going into business for himself, 
Mr. Mendelson was with Carlisle Shoes 
for many years and I. Miller in New 
York. 

Carleton T. Harris is general mana- 
ger of the Adler shoe salon. Before 
coming to Kansas City, he was district 
manager of Wise Shoe Company for the 
Chicago and Midwest area, and previ- 
ously was with I. Miller in New York. 
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§mall Card Solves 
Service Problem 


CINCINNATI, O.—No longer do the 
salespeople in the John Schwarz Shoe 
Store, 756 East McMillan Street, Cin- 
dnnati, O., have to ask customers, 
“Who's next?” A little card bearing a 
number, which is given to each cus- 
tomer, solves the problem both for the 
derk and the customer. 

The management has introduced the 


card system in order to provide more | 
efficient service. In a conspicuous place | 
near the entrance are two large yellow | 


eards, on each of which are printed in 


large black letters: “In order that we | 


may serve you more quickly and more 
satisfactorily, we shal] call you in nu- 
merical order. Please take a card from 
the hook at the right of the entrance, 
make yourself comfortable, and wait 
for your number to be called. Thank 
you for cooperation.” Needless to say, 
the patrons follow directions, and wait 
patiently for their turn. They want 
service, and fair service. 


This new effort to serve more effi- | 
ciently is evidence that the Schwarz | 


management means to please if it is 
possible to do so. 


came from other parts of Ohio and even 
from adjoining states. 


Mr. Schwarz’s three daughters, his | 


successors, are carrying on the busi- 


ness in the Schwarz tradition, and are | 


serving more and more people. 
“Pleased customers are our best kind 


of advertising, and we had to find some | 


way to keep them pleased,” said one of 


the managers, discussing this latest in- | 


novation. The system has accomplished 


two things: “It has made the work | 
easier for the employees and the em- | 
ployers, and it has helped us to con- | 
vince our customers that we mean to 


treat all alike.” 


Department Store Sales Up 


St. Louvis—Department store sales of 
shoes here in February were 57 per 
cent higher than in the same month of 
1945, while stocks were 21 per cent 
lower, it is shown in a recent report 
of the St. Louis Federal Reserve Bank. 
Greatest gain was in men’s and boys’ 
shoes and slippers, where sales rose 76 
per cent. Women’s footwear showed a 
51 per cent increase and children’s, 46 
per cent. 

Slump in shoe stocks was attributed 
to the 20-day truck drivers’ strike here 
which tied up many deliveries to re- 
tailers and virtually all raw materials 
to manufacturers nearly 30 days. Dur- 
ing February, Federal Reserve said, 
Women’s and children’s shoe inven- 
tories dropped 17 per cent and men’s 
25 per cent. 
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For sixty years the | 
late John Schwarz owned and oper- | 
ated his shoe store at this same ad- | 
dress. For the same number of years, | 
he and his many employees rendered | 
cheerful and satisfactory service to | 
thousands of people, many of whom | 
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Tho Nation A Sales Sansation 


A proud product of men who pioneered this Revolution- 
ary Flexible California Process, Hobby Nobbies are made 
with cork platforms, quality leather soles and moderately 


scooped wedges. 


IWustrated: THE SPECTATOR — A Hobby Nobbie creation in smooth white 
elk uppers, with brown, patent, blue, or red tip and foxing. Leather soles. “M” 
width only. 18 or 36 pair lots. To retail at cround $4.00. 


ORDER DIRECT FROM YOUR DISTRIBUTOR 


WM. ASHER SHOE CO. 
Hees Bidg. — 219 W. 7th Street 
Los Angeles, Cal. 

LANE BROTHERS 
555 Atlantic Avenue 
Boston, Mass. 


The bank also reported that shoe pro- 
duction in the seven-state Eighth Fed- 
eral Reserve District was 56,920,674 
pairs last December, a 14 per cent de- 
cline from the preceding month. For 
all of 1945, output was 83,557,061 
pairs, 1 per cent below 1944’s 84,122,- 
667 pairs. 

Preliminary estimates put January 
production 7 per cent below last De- 
cember’s and 27 per cent under that of 
January, 1945. 

Boot and shoe stock turnover from 
January 1 to February 28 was 1.79, as 
against 1.24 in the same period last 


year. 


C. W. MARKS SHOE CO. 
41 S. Wells Street 
Chicago, Ill. 


CAMBRIA SHOE CO. 
Johnstown, Penn. 


A. MELTZER 
28 N. 4th Street 
Pa. 


Give Courses in 
Salesmanship, Merchandising 


ATLANTA, Ga.—Courses in salesman- 
ship and merchandising, for adults in 
those professions, have been instituted 
in Atlanta public schools. In all, there 
are nine of the distributive education 
courses. They include: effective speech 
for salesmen, selling electrical mate- 
rials, small store management and 
merchandising, public relations, mod- 
ern selling, scientific shoe selling, 
fashion knowledge for ready-to-wear 
selling, training methods, and mer- 
chandising mathematics. 





In 1946 


MORE THAN 27 MILLION 
WOMEN WILL READ ABOUT 








WITH “UMPECO" 


ROLLERS 


— Offering — 


@ PERFECT BALANCE 
@ GREAT STRENGTH 








MARK CURATOLO, Prop. 
60 LISPENARD ST. 





BUCKLES 


“MAKE GOOD SHOES BETTER" 


@ TROUBLE-FREE OPERATION 
@ GRACEFUL EYE APPEAL 
@ FINE DURABLE FINISH 


To insure complete user satisfaction specify ‘‘Umpeco Buckles’ 


Unique Metal Products & Engineering Co. 


NEW YORK 13, WN. Y. 





ALL 
BRASS 














Also styles especially 
designed for display 
Send for Catalog 








About Shoe People 


Mario L. Carroll has joined the sales 
staff of Lefcourt Gentlemen’s Shoes at 
400 Madison Avenue, New York City. 
Mr. Carroll served three years in the 
Air Corps as a pilot of B-24’s, B-17’s 
and B-26’s. 


oF ee. 


Paul Prince, previously manager of 
the Providence, R. I., store of G, R. 
Kinney Co., and more recently with the 
company in Boston, has returned to 
Providence as manager of the Kinney 
store. He succeeds Albert Bertie, who 
is now associated with the Sullivan Co., 
shoe retailers. 

* - o 

Julian Chapman has neared complete 
recovery from injuries sustained in a 
fall from a horse while vacationing at 
Tucson, Ariz. He expects soon to be 
back at his office in the Republic Build- 


ing, Chicago. 
* ¢+ # 


Ralph Alden, who is employed in the 
shoe department of Coles Store, Man- 
hattan, Kans., was married recently to 
Miss Lou Jean Fletcher, daughter of 
Dr. and Mrs. Zell Fletcher, of Pratt, 
Kans. 

* * * 

Clayton Guess, veteran of 19 years in 
the Kinney Shoe Stores, has been named 
manager of the chain’s Tulsa, Okla., 
store, succeeding L. H. Holt, who has 
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been moved to management of the Little 
Rock store. 
* * * 

Frank Hicks has been promoted to 
manager of Baker’s Shoe Store, Atlan- 
ta, Ga., it was announced by Edison 
Brothers Stores, Inc., St. Louis. He had 
been serving as assistant manager since 
his discharge from the army in 1944. 

. . 

Francis J. Corso, assistant buyer in 
the upstairs shoe department of Saks- 
34th Street, New York, has been ap- 
pointed buyer of shoes in the subway 
store, to succeed Stanley Marx, who re- 
signed after 20 years with the company. 

. > > 


Henry Pearson, who before the war 
was manager of the Miles Shoe Store, 
Albany, N. Y., has returned to take up 
the same position after four years in 
the Marine Corps, serving in China and 
the South Pacific. He received a cita- 
tion for removing demolition ammuni- 
tion from the Haiho River in China. 

7 . 7 

Neil Palmer, who before entering ser- 
vice worked several years in the Brown- 
bilt shoe store, and in the shoe depart- 
ment of Ray’s ready-to-wear store, 
Emporia, -Kans., has been named assis- 
tant manager of the Litwin store. He 
is replacing Herman Feldman, who will 


go to Atchison, Kans., as manager of 
the new Litwin store. 
. * * 

After three years of service in the 
armed forces, Abe L. Plotkin has re- 
opened his Youth-O-Pedic Shoe Center 
in Scranton, Pa. The store will deal 
exclusively in children’s shoes, featur- 
ing nationally known brands. 

- 7 . 


Joseph Grubstein, Naval lieutenant 
recently discharged from the service, 
has returned to the Lasalle & Koch Co., 
Toledo, Ohio, and has assumed new 
duties as assistant to H. P. Thurston, 
divisional merchandise manager of 
ready-to-wear, shoes, and intimate ap- 
parel. Mr. Grubstein joined Lasalle’s 
in January, 1941. 


* * * 


Samuel W. Gerrish, who was a fore- 
man at the East Northwood, N. H, 
shoe factory for 25 years, and Mrs. 
Gerrish were guests at an open house 
celebration in observance of their 50th 
wedding anniversary. Mr. Gerrish has 
operated a general store in East North- 
wood for the past 32 years. 

. * + 


Lt. John J. McPhee, recently dis- 
charged from the Army, has entered his 
father’s retail shoe store in Santa Rosa, 
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Quality Children’s Shoes 


Are recognized as a sound investment in every 
store. Over 47 years of successful shoemaking 
is the foundation of ALTSCHUL quality. 

We illustrate one of our typical shoes for little 
folks. 


While total production is limited to our present 
customers—there has never been any limit on 


ALTSCHUL QUALITY. 


JULus ALT/ CHUL In 
x 


*ounor” 1808 
NATURE'S OWN 


SADDLE ARCH 
PROP-R-FORM 





from Tots to Teen-Agers 





MR. SHOEMAN + HERE'S THE ANSWER TO THE 
QUESTION— 








MY FEET HURT! 
CAN YOU HELP ME?! WH iT E 


* OR WALKING SHOE 


Use Sasco Adjustable 
Leather Arch Supports with 
sponge rubber inserts. 
Meu's sizes 6-13, women's 
4-10. Price $12.00 per | 
dozen, FOB factory. Terms 


MEDICALLY CORRECT 

FOR CHILDREN 

STARTING TO STAND 
OR WALK 





SIZES tte 4 


2%, 10 days. 


Swant Arch Support Co. 


Immediate Delivery 
Retail $2.50 


St. Paul |, Minnesota 


Mfg. by 


169 E. Sixth St. 








Calif. He will assist in the management 
and buying. 
* ” * 

Dolese LeBlane has returned from 
military service to take up his old posi- 
tion of shoe department manager at 
Weisler’s department store, New Or- 
leans, La. He served three years in the 
Army. 

7 + * 

Dr. Fred O’Flaherty, director of the 
Tanners’ Laboratory and Leather Re- 
search Institute at University of Cin- 
cinnati, led a discussion of “What Kind 
of Material Goes Into Postwar Shoes” 
at a recent luncheon meeting of the 
Reciprocity Club, Cincinnati. 

~ + os 


Bertram B. Lustig has been named a 
member of the board of governors of 
the recently formed Youngstown Mer- 
chants’ Council. He will represent the 
Youngstown Shoe Dealers Association. 
Mr. Lustig has also been named chair- 
man of the parking committee of the 
Youngstown Retail Merchants’ Board. 

. * * 

Ed Kline, of Lustig’s Shoe Store, has 
been named chairman of the shoe deal- 
ers’ advisory council of the Retail Mer- 
chants’ Board in Youngstown, Ohio, for 
1946, 

+ + * 

Miss Grace Mattis has been appointed 

executive secretary of the Chicago Shoe 
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Travelers’ Association which has head- 
quarters at the Morrison Hotel, Chi- 
cago. She was for the past five years 
associated with the Groves Shoe Co. 


* * & 


Max Aaronson, who owned the 
Aaronson Department Store in Florida, 
N. Y., is operating a retail shoe store 
in Burbank, Calif., under the name of 
Nile Shoe Store. 


* * * 


John F. Dietz, Orrville, Ohio, retired 
when the store he had owned for 30 
years was sold to Vernon Frary and 
Ward Gettschett of New Philadelphia, 
Ohio. Mr. Dietz managed a store in 
Scranton, Pa., before coming to Orrville 
in 1915. 


* * * 


Morgan‘I. Pitcher, controller of Edi- 
son Brothers Stores, Inc., St. Louis, 
Mo., has been elected to membership in 
Controllers’ Institute of America. The 
Institute is a technical and professional 
organization of controllers devoted to 
the improvement of controllership pro- 


cedure. 
* 7 * 


Harry Fisher has bought the shoe 
store at 8312 South Vermont St., Los 
Angeles, from Jack Naham. Before be- 
coming proprietor, Mr. Fisher was man- 
ager of the store he purchased. 


3203-07 Chippewa 


IMMEDIATE DELIVERY 
WE CARRY A FULL LINE OF INFANTS 
SHOES ON THE FLOOR. WRITE OR WiRE 


JUNIOR SHOE COMPANY 
St. Lowis 18, Me. 


Emmanuel Seiderman has opened a 
second shoe store in the newly remod- 
eled Renuart Arcade, Coral Gables, 
Fla. Both of his shops are located on 
Ponce de Leon Boulevard. 

. - . 

Leonard Hack, new president of the 
Detroit Retail Shoe Dealers’ Associa- 
tion, is breaking precedents in two ways 
by his election: he is the youngest man 
ever to hold the office, and is the first 
son of a former president, Nathan 
Hack, in the same post, as well. 

7 * * 

Philip and Ben Jaffe, father and son 
team who formerly had the Family 
Shoe Company on Westminster Avenue, 
Detroit, have taken over the Wilson 
Shoe Store at 9500 Joseph Campau 
Avenue, Hamtramck, and are remodel- 
ing a new store down the street at 9433 
Joseph Campau Avenue for opening in 
about two months as an exclusive men’s 
and boys’ store. Sam Mindel, former 
owner of the Wilson store, retains the 
hosiery bar in the store under its new 
management. 

+ * ~ 

A new shoe store, the Ragatz Broth- 
ers Family Shoe store, has been opened 
in Madison, Wis., with William G. 
Ragatz as manager. The firm spe- 
cializes in fitting juvenile shoes. Mr. 
Ragatz has been associated with two 
Madison shoe firms for the past 16 
years. 
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WOMEN'S CALIFORNIA acer 





‘BLAIR & ROSS, INC. 
76 Reade St. York 7, N. Y. 
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CHILD'S SLIPPERS 





BUY AMERICAN 
CHILDRENS ALL LEATHER SLIPPERS 
Leather Uppers—Ficxible Hard Leather Seles 
Linings—At Once Delivery 
Full Sizes 6 to 3 465 
Rrown or Blue—Net 10 Days 
$1.45 per pair 
\MERICAN SHOE CO. 
25! W. Jefferson Ave. 
Detroit 26, Mich. 
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Men's 
Gabardine Slippers 
for Immediate Delivery 





Suede Leather Cushion Soles 
and Heels — All Plaid Lined 
No. H-152, Men's Blue $1.50 
No. H-155, Men's Brown 1.50 
No. H-162, Boys’ Blue 1.46 
No. H-165, Boys’ Brown 1.40 
@ Boys’ Sizes 2 to 6 
Men's Sizes 6 to 12. 


“Another Top Value by Volk" 


P. A. VOLK & CO. 


2-4 Lombard St., Baltimore 1, Md. 
else VOLK SHOE STORE SUPPLIES, INC. 
109 N. 4th $t., Phile., Pa. 














Canadian Shoe Supply 
Outlook Poor 


VANCOUVER, B. C.—The fact thai 
better quality men’s brogues will soon 
be found again in limited quantities in 
shoe stores in Vancouver is the only 
sign pointing to peacetime normalcy in 
a still generally dismal footwear pro- 
duction outlook in Canada. Although 
supplies of cheaper shoes are fairly 
good, the current trend is to higher- 
priced footwear, which is more scarce 
today than ever before. 

Reason for this, say trade spokes- 
men, is that the number of manufac- 
turers of better shoes is limited, and 
supplies of calf and kid leather neces- 
sary for such footwear are almost un- 
obtainable. Retailers and wholesalers 
said they had expected that the end of 
the war would result in boosted shoe 
production, but this has completely 
failed to materialize. 

“We do not expect to see much relief 
in the shoe picture, either for men or 
for women, for six months at least,” 
said one manufacturer. 

Sole leather is in good supply, it was 
pointed out, but leather for shoe up- 
pers is extremely short. This is be- 
cause the tanneries, which are a low- 
pay industry, are having difficulty in 
obtaining labor, and most are working 
six months behind orders. 

“Stores in Vancouver are attempting 
to make a brave show in their window 
displays, but few have much to offer 
from their shelves,” said a wholesaler. 
“People who were content before the 
war with $6 shoes now want $10 and 
$12 footwear,” he said. 

“Calf and kid which is mostly im- 
ported for this type of shoe is now 
practically unprocurable.” 

Although brogues are being made 
again, manufacturers would prefer not 
to produce them, because it takes twice 
the time to stitch a pair of brogues as 
it does for plain uppers. 


Open New Store for 
Young People 


ATLANTA, GA.—A new shoe store re- 
cently opened here handles boys’ and 
girls’ shoes exclusively. It is known 
as The Bootery, and its address is 20 
Broad Street, N. W. 

Stock includes sizes from infants’ to 
teen-agers’. 


Production Managers 
To Review Policies 


New York.—A three-day conference 
in April to provide approximately 1500 
production managers from all types of 
industry in the United States an op- 
portunity to exchange information and 
experience on common problems has 
been announced bv the American Man- 
agement Association. 

The meeting will be held in New 
York City, April 22, 23 and 24 at the 
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RUBBER SUEDE SPONGES 





= sonees . Assorted colored 
. « excellent for cleaning 
sue e or awe Shoes ... also 
stocked in black ... Write for samples 
and price. 


LYONS & COMPANY 
Quality Shoe Store Supplies Since 1900 
120 Duane Street New York 7, N. Y. 
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POLONER SHOE CO. 
156 Duene Street, New York 13, M. Y. 








Hotel Pennsylvania, and will be open 
to members and non-members of the 
association. 

Top production executives from rep- 
resentative manufacturing organiza- 
tions and conference participants are 
being invited to examine production 
management policies and procedures 
and discuss necessary modifications and 
improvements to meet peacetime re- 
quirements. 

Subjects of the sessions will include 
productivity standards and measure- 
ment, employee and management in- 
centives, training, discipline, labor- 
management cooperation, administra- 
tion of cost and policy controls, em- 
ployee suggestion programs, material 
handling procedures, quality and quan- 
tity objectives for employees, foremen 
and executives. 


Issue Financial Statement 


CINCINNATI, OH1I0—The Dan Cohen 
Company, retail shoe chain, has an- 
nounced a dividend of 25 cents per 
share, payable April 1 to holders of 
record March 22. Officials reported a 
net income of $39,774 for 1945, com- 
pared to earnings of $36,532 for the 
previous year. 
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Vow / Better / 


METAL BINDINGS SHOE FITTER 


for your carpets and runners “= S || @new postwar x-roy cir 
— cult 


@ new compact size 


@new safety and pro- 
tection 





ALL—at a new low price 
Plus a 2-year guarantee 





WHERE TO SEE IT! 


. Shoe Manutacturers Fall Opening 
NEW YORK: Hotel New Yorker; April 28, 29, 30-May 1,2 


. Shoe Traveller's Show 
CHICAGO: Hotel Morrison; May 4, 5, 6, 7 


Or Write for full information 


DAVE j ACQCKSON PRIMEX EQUIPMENT COMPANY 


135 S. Le Salle St. Chicago 3, Illinois 
1334 BEECHVIEW AVE., PITTSBURGH 16, PA. . 
ge oie ae 


























: Good at will be 50 per cent larger than in April, img to Samuel S. Weiss, past president 
 careghy > in the total number of exhibits, accord- of the MSTC. ; 
1 owing 


Detroit, MicH.—Business was very 


good at the two-day April showing of . es . . ° 
Shoes held by the Michigan Shoe Trav- Wins City-Wide Window Display Contest 





elers’ Club in Detroit, with the short 
supplies of shoes in most lines as the 
limiting factor. Demand was reported 
as strong as ever, despite the late date ro , 
for Spring buying, with most retailers s 
obviously buying “hand to mouth,” be- 
cause of necessity rather than choice. 

Situation of men’s shoes was reported 
exceptionally tight, with stocks avail- 
able very low. Some relief was reported 
in children’s shoe lines, with more 
stocks available, but demand was still 
far in excess of supply. 


Top seller, as far as demand went, 
was still patent. Kid leathers came 
next, but the supply of these was ex- 
tremely short, and sales were accord- 
ingly small. 

Selections in available shoes were di- 
vided with little favoritism among all 
available colors. It was notable that 
whites were in heavy demand, both in 
leather and in fabrics. 

Attendance was very good, although ee 
this showing was a day shorter than o@pey, UTAH—The trophy in the window of the L. R. Samuels store wos 
ua with many upstate buyers in on gwarded by the local radio station, KLO, to the winner of city-wide windaw 

e first day. There were 40 travelers display contest sponsored by the Chamber of Commerce. An artist selected fo 
exhibiting, representing about 65 lines. epoose the winner couldn't decide from among three final contestants, and a second 

The May showing is being expanded judge hed to be brought in to select the winning window. Semuel's display and 
to a three-day affair, May 5-6-7, and advertising manager is Miss Kate Fenton. 
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| "quaurry MOCCASINS 


MEN'S BOYS' WOMEN'S 
Sizes: 6-11 1-6 4-9 
BROWN STROLLER 


GRAIN SPLIT 
Women’s also in Red 


In Stock for Quick Delivery 
@ MINIMUM 18 & 36 PRS. TOCASE e 
RE-INFORCED PLUG 4 EYELET 
ORTHOPEDIC SOLE 


KRISCHER-KLINE SHOES 


34 NO. 4TH ST. PHILA. 6, PA. 














Cl i i i i ei i he ie ee 


SHOE ORNAMENTS 


Oe OF Ee Or er ere OF ee er ee 


¢ SHOE BEAUTIFIERS - 


DANIELS 


Daniels Scoops Again! 
Mo. 118 Glamour Wings 


Made in Patent. Black, Blue, Brown Calf. 
Black, Brown, White Suede. 


Studded with as Silver or multi-colored nailheads 
| Ornaments with Clips 


$1.25, per pair at 


IMMEDIATE DELIVERY 
Samples of other styles on request 






DANIELS MANUFACTURINGCO. | 


5403 - 18th Avenue, Brooklyn 14, N. Y. 
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PRICE TICKETS 


or 
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Great Little Time Savers 


PRICE TICKETS: Size 1%" wide, 2%” 
high; prices 25¢ to $12.00. Cardboard 
white, prices black, color designs . 
choice of Green, Blue, Orange, Brown, 
Lavender. Samples on request. 30¢ 
a doz., 6 doz. $1.50, 12 doz. $2.50. 


MERCHANTS SERVICE DEPT. 
#209 S$. State St., Chicago, iil. 
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Plan Personnel Clinics 


Cuicaco—Announcement was made 
recently by Benge Associates, here, 
that the third Sales Personnel Clinic, 
ander the personal direction of Eugene 
J. Benge, president and internationally 
recognized personnel consultant, will be 
held June 29 to July 6. The clinic will 
be held at the New Ocean House, 
Swampscott, Massachusetts. 

The clinics are attended by sales ex- 
ecutives who devote the week to in- 
tensive training in sales selection tech- 
niques, training, supervision and com- 
pensation methods, Mr. Benge said, 
“Mornings will be devoted to formal 
classroom work. Afternoons and eve- 
nings are free for the pursuit of recre- 
ational activities offered at the resort; 
thus the sales executives combine work 
and a vacation.” 

At the same time it was revealed 
that the fourth annual Benge Person- 
nel Clinic for personnel administrators 
will be held for two weeks beginning 
July 6. This clinic is scheduled for the 
Farragut Hotel, Rye -Beach, N. H. 
Aptitude testing, job evaluation, merit 
rating, the measuring of employee 
morale and supervisory training are 
among the topics to be covered. The 
mornings will be devoted to class work, 
while afternoons and evenings are 
given over to recreation and discussion. 





A. W. Fish Promoted 
At Filene’s 


Boston, Mass.—Abraham W. Fish, 
who, since 1939, has been division mer- 
chandise manager of all upstairs shoe 
sections, and of boys’ clothing and furn- 
ishings for William Filene Sons Co., 
here, has been promoted to division 
merchandise manager of the entire 
Filene’s Men’s Store. Mr. Fish served 
up to 1939 as assistant buyer, buyer 
and assistant division manager ‘of all 
upstairs shoe departments at the store. 

Mr. Fish entered the Filene organi- 
zation after graduation from Clark 
University and Harvard School of Busi- 
ness Administration. He became a mem- 
ber of the executive training group, 
and step by step expanded the scope 
of his duties. 

He is one of the best-known shoe 
men in New England, who has studied 
merchandising theories, shoe design 
and construction as well as shoe ma- 
terials. He has made two buying trips 
to Europe, and recently returned from 
a trip to South America where he con- 
centrated on the Argentine shoe mar- 
ket. During the War, Mr. Fish was 
a member of the Shoe Industry Ad- 
visory Board, WPB. 





Building New Store 


Los ANGELES, CAL. — A new shoe 
store is being erected for C. Licthman 
at 130 West Firestone Boulevard, in 
the Downey District. It will contain 
4600 square feet of floor space, and will 
cost $20,000. 





$ * 212 Essex St., romwme Mass. * 





ie 


A OE 6 eee eee OF Pe er eg 


MEN'S SLIPPERS 


SF, 6 PP, Ce ce 


Men's Kid Vamp Opera Slippers 


$4.50 


per pair 









Padded Chrome Leather Soles, any (eam 
BROWN OR BLACK ‘Sizes: 


As Above i N 
Sens Only. oor 2 hes sian-alemadl $1 45 


36 pr. cases. Min. Order 18 prs. of color 


ALLIED FOOTWEAR CO. 


154 Duane Street New York 13, N. Y. 
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INFANTS EASE 


STYLE #103 
> SMOOTH WHITE ELK. 
(illustrated) 


>  BLUCHER BOOT. 


STYLE #104 
> SMOOTH WHITE 
ELK. BLUCHER 

OXFORD. 









Pre 


, 












STYLE #107 
BLACK CHROME PATENT. 
(illustrated) 
LEATHER T STRAP 


- 

2 STYLE #108 
$ SMOOTH WHITE 
ELK 


$T STRAP 
SANDAL 


PRICE 
$}-75 


Net 30 days 
A, Fine quality leathers. 
2. 8 counters, innersoles, 


4 3B. Lining ‘Tasted stitehdowns for better fit 
— os , ~~ eta over excellent fit- 
ag 
4. -- th 3 2/8-p wide. 
36 PAIR CASES ONLY 
Price High Shoes $1.85 net 30 days 
Price Oxfords & Straps $1.75 net 30 days 


At once delivery 


, 


} A. L. OSHEA 











Buy Savings Bonds 
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News of the SAleSMtMt and Syypolitrs 


Resigns from Allied Kid 


New York—Sydney Steen, who has 
been associated with the Allied Kid 
Company for twenty-seven years, has 





SYDNEY STEEN 


resigned to become head of sales promo- 
tion for F. N. Phillips & Company and 
the Premier Leather Company in Bos- 
ion. For the past few years he has 
been doing similar work for the Stand- 
ard and Specialty Divisions of Allied 
Kid. 


Ben Schwartz Feted 
for Long Service 


New YorkK.—A thousand members 
of the New York shoe industry and al- 
lied trades turned out to honor Ben- 
jamin D. Schwartz, president of 
Schwartz & Benjamin, Inc., at a testi- 
monial dinner given him late last month 
in the Grand Ballroom of Pennsylvania 
Hotel, for thirty years of service to the 
shoe industry. 

Said to be one of the largest social 
functions ever tendered a member of 
the shoe industry, hundreds of tele- 
grams were received from those who 
could not attend the affair. 

Morgan Grossman presented Mr. 
Schwartz with a watch on behalf of 
the Shoe Manufacturers’ Board of 
Trade. William Levy, of the Superin- 
tendent’s and Foreman’s Association of 
Greater New York, Shoe Industry, gave 
him a pen and pencil set and a life 
membership in this association. Everit 
B. Terhune, president of Boor AND 
SHor Recorper, presented the guest a 
bronze placque on behalf of the Shoe 
Club. Herbert Lehmann, on behalf of 
the committee for the affair, presented 
a sterling silver tea set to Mrs. 
Schwartz, and tribute was paid the 
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guest of honor by James J. Lyons, 
borough president of the Bronx. 

Active in the shoe industry and in 
behalf of numerous philanthropic 
causes, Mr. Schwartz is a past presi- 
dent of the Shoe Manufacturers’ Board 
of Trade and the Shoe Club. He is 
currently head of the Guild of Better 
Shoe Manufacturers and the shoe in- 
dustry drive for the Memorial Hospital 
Cancer Fund. 

Entertainers on the program in- 
cluded Jon Nicholas of the Chicago 
Civic Opera and George Price, well 
known picture and radio comedian. 

William H. Burger, of the United 
Last Company, was chairman of the 
committee, and Joseph Goldsmith, of 
the Columbia Cement and Combining 
Company, Brooklyn, was co-chairman. 





To Make Sliplasted Shoes 


St. Louis—George Ineichen and W. 
H. Rogers recently organized the Lit- 
tleten Shoe Company at Cape Gi- 
rardeau, Mo., to make sliplasted shoes 
for women. Capacity is approximately 
1000 pairs per day. Mr. Rogers was 
formerly connected with Selwyn Shoe 
Manufacturing Company. Mr. Ineichen 
was formerly associated with Collins- 
Morris Shoe Company. During the 
past year he was one of the organizers 
of the Baybee Shoe Company, Union 
City, Mo., maneafacturers of infants’ 
footwear. He will handle the sales of 
both companies. Mr. Ineichen main- 
tains an office and sample room at 1212 
Washington Avenue, St. Louis, Mi. 


Directs Production | 
At Casual Shoe Plant 


Boston.—Emil M. Bonyhady is now 
in charge of production at the new 
casual shoe designing and manufactur- 
ing plant which has been opened by the 
Palm Beach Casual Corporation at 43. 








EMIL.M. BONYHADY " 
. 
Leon Street, in the heart of Boston: 
This is the former United Drug build- 
ing. Floor space of more than 12,000 
feet on one level provides ample room: 
for all making departments. 

Mr. Bonyhady has a background of 
experience in the creation of specialized 
types of feminine footwear, and under 
his direction production at the new 
plant is already in full swing. 





Window Hails Return of Two-Tones 





NEW ORLEANS, LA.—Dressed simply to attract the masculine eye, the display 
of men's Summer footwear by Waik-Over in the windows of Godchaux's here: 
clearly tells of the post-war return of two-tone models. 
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24,000 Pounds of Shoes in Largest Single Air-Freight Shipment 


BOSTON—In the photo at the left is one pair of shoes 
aut of the 24,000 pounds of footwear shipped through the 
skies from coast-to-coast by the A. Sandler Company. Jack 
Sandler, at left, president of the firm, is showing the shoe 


fo Willard Rand of American Airlines. 


BostoN—Reported by American air- 
lines as the largest, single air-freight 
shoe shipment in aviation history, 
24,000 pounds of shoes were shipped by 
A. Sandler Co. from Logan Interna- 
tional Airport, here, to 85 retail outlets 
from coast-to-coast. Three DC-3 air- 
freighters took off at dawn one day 
late last month with 18,000 pounds of 
shoes. The remainder of the footwear 
was carried in smaller lots in the cargo 
compartments of passenger planes. 

Nationally advertised in women’s 
fashion magazines, the shoes were de- 


In the photo at the breakfast. 


signed with a distinctive, acute toe 
angle as a principal feature. Dis- 
played by models at an airport break- 
fast, the styles were variously named 
“Flagship,” “Zephyr,” “Skymaster,” 
and “Air Cruiser.” 

By the afternoon of the day they left 
Boston, the shoes were on display for 
retail sale throughout the South and 
Middle West. The following day they 
were on sale in San Francisco—the far- 
thest point of shipment. 

Governor Maurice J. Tobin of Mas- 
sachusetts addressed New England 


right—A unique fashion show was held when prefessional 
models and girls employed by American Airlines modeled 
the styles at an airport breakfast given by Mr. Sandler to 
celebrate the flight. Gov. Maurice J. Tobin spoke at the 


shoe industry leaders, fashion repre- 
sentatives and the press attending the 
style show and airport breakfast. He 
described the shoe industry as one of 
the most important factors in the pros- 
perity of the state and hailed the San- 
dler company as a leader in developing 
and expanding a national market by 
utilizing air freight. James A. Wooten, 
cargo sales manager of American Air- 
lines, said the shipment demonstrated 
the ability of the airlines to market 
the latest fashions throughout the 
country within a 24-hour period. 





Resigns from W. B. Coon 


RocHESTER, N. Y.—Chester F. (Chet) 
Lord, for the past eight years New 
England representative for the W. B. 
Coon Company, resigned his position 
with the concern, April 1. He was a 
retail merchant prior to joining the 
company as advertising manager and 
supervisor of the advanced shoe fitting 
classes conducted by the company. 


Tomorrow’s Offices in 
Yesterday’s Building 


New York.—Offices that would do 
full justice to those in the Empire State 
building are in a final state of prepara- 
tion by Hermann Loewenstein, leather 
dealers, in a building over one hundred 
years old at 26 Ferry Street, here. 
Nothing on the outside of the building, 
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nor on the ground floor indicates the 
modernity that greets one upon step- 
ping off the small, hand-cable operated 
elevator on the sixth floor. 

The outer waiting room is done in 
chocolate-brown and white. On the 
walls are mounted leather specimens, 
printed texts with information about 
the firm’s products, and framed letters 
from the War Department testifying to 
service rendered by the company during 
the war. 

Inner offices are in green and white 
with concealed ceiling lighting, air 
conditioning, and files that slide into 
the walls. 

Designing of the new offices was done 
by the firm’s president, Rudolph Correll, 
who once had architectural aspirations 
but entered the leather business at the 
desire of his father, Hermann Loewen- 
stein, who founded the company in 
1893. The firm has been in the same 


location for forty years. Mr. Correll 
is both president and treasurer. Other 
officers are Harold Kaye, vice-presi- 
dent; Porta Deitrich, secretary; and 
Charlotte’ Muller, assistant secretary 
and treasurer. 


Appoint St. Louis 
Representative 


Boston, Mass.—The Colonial Tan- 
ning Company, Inc., has announced the 
appointment of Ervin C. Manske & 
Company, St. Louis, as the firm’s St. 
Louis representative for their line of 
black and colored patent leather. The 
new appointment went into effect on 
April 1. Mr. Manske has handled the 
Colonial line of side leathers, as well 
as their complete line of finished split 
leathers, for the past eight years and, 
under the new arrangement, will han- 
dle the patent leather line as well. 
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Fer Youthful Feet 


that wish to be both 


ACTIVE and 
ATTRACTIVE 





Gerwinettes, created by Drets Shoe Spe- 
cialists for the Style Smart Younger Set, 
ere quality-made to stay good looking 
for an unusually long time. Gerwinettes 
youthful style shoes are featured by 
better stores in every city. 


THE SCHAWE-GERWIN CO., CINCINNATI 








British Manufacturer 
Visits U.S. 


New YorK—E. V. Pullum, chairman 
and managing director of E. V. Pullum 
& Metcalfe, Ltd., shoe manufacturers 
of Edmonton, London, England, who 
annually visited this country in prewar 
years, recently concluded his first post- 
war visit. 

Mr. Pullum contends that he has 
gained much valuable knowledge and 
would like to thank his many friends 
on this side who have been so helpful 
to him. — 

During his stay in the States Mr. 
Pullum made his headquarters with 
Herman Wilhelm, president of the 
Novelty Slipper Company, Inc., of New 
York City and Port Jervis. 





To Make Infants’ Soft Soles 


St, Louis—The Edy-Jak Shoe Com- 
pany with offices and factory in St. 
Louis, was recently organized to manu- 
facture infants’ soft soles in the inter- 
mediate size run one to four. Original 
capacity is 1000 pairs per day. The or- 
ganizers are Ed. H. Yaeger, recently 
of the Eighth Army Air Corps, and 
Jack Madden. Mr. Madden was for- 
merly a juvenile shoe stylist at Inter- 
national Shoe Company and for a num- 
ber of years was associated with vari- 
ous last manufacturers as a salesman. 





OFF TO A GOOD 


START IN 


ST. LOUIS 


WASHINGTON AT NINTH 





Elected to Board 
Of Directors 


NASHVILLE, TENN.—At the annual 
meeting of stockholders of General 
Shoe Corporation, held here, recently, 
Madison S. Wig- 
ginton was elected 
a member of the 
Board of Direc- 
tors. 

Mr. Wigginton 
became associated 
with the General 
Shoe Corporation 
in March, 1943, 
serving as sales 
manager of the Ju- 
venile Division for 
one year, after 
which he was promoted to assistant to 
the generai manager of the women’s 
division. 

Subsequently, he was made assistant 
to the president and is also assistant 
director of General Shoe’s Distribution 
Group with duties primarily relating 
to broad policies of sales activities in 
all divisions and branches of the com- 
pany. 


Henry W. Boyd Retires 


Cuicaco—Henry W. Boyd has re- 
tired after 50 years in the leather busi- 
ness, 87 of which were spent with Ar- 
mour & Company of this city. He was 





MADISON S. 
WIGGINTON 








Kepeass 


BECAUSE IT’S 
* 
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Advertised nationally, com- 
mended by Parent's Magazine, 
woonaanted by many Doctors, 
the swing to Propr-Bilts' “Balanced 
Posture” is bigger everyday. 


PROPR BILT 
Children’ Shoes 


O'DONNEL SHOE CORP., 
Humboldt, Tenn. 














made president of the Armour Leather 
Company in 1920 and, in 1926, of the 
J. K. Mosser Leather Corporation, an 
amalgamation of Armour and the 
Sylva Tanning Company. He has been 
vice-president of Armour & Company of 
Delaware since 1936, and with the ex- 
ception of a six-year period, a director 
of Armour & Company since 1928. 

Mr. Boyd served on the U. S. War 
Industries Board Mission during World 
War I and on the Foreign Economic 
Administration during World War II. 
He is a Mason and a member of the 
Chicago Athletic Club. His residence 
after May 1 will be the Oliveboy Stock 
Farm, Perryville, Va. 
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WOMEN'S CASUALS 


1 lll 


WOMEN’S ELK LEATHER GHILLIES 


Combining Style 
and Comfort 
IMMEDIATE 

DELIVERY 
$2.80 


per pr. Fam 
Net 10 days = 


California Process—Ha rd Leather Soles 
Colors: RED or WHITE Sizes: 4 to 9 
36 pr. cases. Min. Order 18 prs. of color 


ALLIED FOOTWEAR COMPANY 
154 Duane Street New York 13, N. Y. 


BOWS 
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“GLAMORIZERS" 


Pat... ACE BOWS No. 2180 
Patent. Genuine Biack, ig Red, 

— ay Town Brown Calf. Brown 

Navy, White Suede. 

with Gold, Silver or Multi Nailheads. 


$9.00 per dozen; !2 pairs min. order. 


immediate Delivery. All Bows with Clips. 
Samples of other styles on request. 





ACE BOWS, INC. 


212 20th Street Brooklyn 32, N. Y. 














Eleven Men Return 
to Goodyear 


AKRON, OHIO.— Return of eleven 
members of the Shoe Products Divi- 
sion of The Goodyear Tire & Rubber 
Company from service with the armed 
forces and general expansion of sales 
personnel is annotinced by Harry L. 
Post, Shoe Products Division manager. 

Discharged last month after two 
years service with the Army air forces 
in India, Hugh J. O’Donnell, former 
jobber representative in Pittsburgh, 
Pa., has been assigned to the Akron 
staff as special contact man for the 
shoe repair trade. 

C. B. Marks, who also served as a 
jobber representative in New York City 
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prior to his two and one-half years’ 
Army service, has been assigned the 
Philadelphia territory. 

Among promotional salesmen who 


HUGH J. O'DONNELL 


have concluded their careers with vari- 
ous branches of the armed forces and 
are now back at their civilian posts 
are: P. T. Delmar and Alfred Pomiecka, 
Pittsburgh; Robert Merchant, Boston; 
A. R. Harting, Oklahoma City; Charles 
Heacock, Cleveland; E. IL. Krieger, 
New York City; D. B. Michell, Wilkes- 
Barre, Pa.; W. E. Swan, Detroit; and 
W. W. Young, Indianapolis. 


Hold Party for 
Peter J. Sbhicca 


PHILADELPHIA, PA.—More than 250 
employees and executives of Sbicca, 
Inc., gave a welcome home party for 
Sgt. Peter J. Sbicca, son of Frank 
Sbicea, shoe manufacturer, upon his re- 
turn to the Philadelphia factory. Peter, 
aged 23, entered the Army in May 1943 
and served overseas with the infantry, 
prior to his recent discharge from the 
service. He flew in from the West 





To Represent Slipper Firm 


WAKEFIELD, MASS. — Lawreace W. 

Flint, who has been stock manager at the 
L. B. Evans’ Son Company factory since 
1934, has been named a sales represen- 
tative. He will cover New England and 
upper New York state. 
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X-RAY SHOE FITTERS 


8 6, 66 8 EF FFE. CP Le 


PRIMEX ... 1... «. 


most imitated shoe fitter. 
Our ome a ae “ 


PRIMEX EQUIPMENT co. 
135 Se. LaSalle St., Chicago 3, Ill 
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WOMEN'S CASUALS 
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WOMEN’S CALIFORNIA CASUALS 


Hard Oak Leather Soles — Wedge Heel & Platform 
Sponge Rubber Innersole — imitation Leather Upper 








Brown, Beige, Sizes: 4-9 
$2.00 
No. 651—All Leather Upper—$2.60 
temediate & Future Delivery 


BLAIR & ROSS, INC. 
76 Reade St. “tow York 7, N. Y. 
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DISPLAY SHOE FORMS 
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| 





CELLULOID — ladies’, misses’, children’s — Sesh 
coler only, varied heel heights and sizes—immediate 
Also PLASTIC (Lucite) DISPLAY SHOE STANDS, 
8 or women's—attractive. 
Write fer samples or details 


LYONS & COMPANY 


120 Deane Street, New York 7, N. 
QUALITY SHOE STORE SUPPLIES SINCE 100 











Coast with his brother, Arthur, who 
was discharged from the service about 
six months ago. Both of these young 
men plan to make their headquarters 
on the West Coast with their father in 
the firm’s newly established plant in 
Los Angeles. 

The party was staged by Henry Ba- 
roni, manager of the Philadelphia fac- 
tory. During the festivities Mr. Ba- 
roni presented Mr. Sbicca with a ring 
bearing the insignia of the armed 
forces, and the following veterans, just 
returned from the service to resume 
their duties with the company, were 
presented with Victory Bonds: Joseph 
Siracuso, Dan D’Alesandro, Peter Tra- 
ficante and Al Dolceamore. 
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Inaugurate a Dancing 
Fashion Show 


New YorkK—Dancing out the styles 
was a new kind of fashion presentation 
introduced by Cobblers of California 





Big and Little Sister, twins from their 
plaid shirts and blue jeans to their trim- 
med moccasin oxfords, show the new 
Cobbler way of presenting shoe fashions. 


in a recent show at the Hotel Roose- 
velt, here. Styled, in great part, for 
the teen-ager, the shoes were displayed 
by a group of young dancers from 
Steffi Nossen’s Teen-Age Dance Work- 
shop. In six lively dance numbers they 
went through the normal activities of 
their age group beginning with “School 
Days” and ending with “Fun After 
Sundown.” Prominent in every num- 
ber was the dancer representing the 
Cobbler himself. 

All the shoes were designed by Wal- 
ter Braun, president of the company. 
Maria Springer acted as commentator. 
An audience of around 500, including 
all branches of the shoe industry, the 
press and friends, attended the show- 
ing and the cocketail party which fol- 
lowed. 

Among the styles presented were 
shoes made of unborn calf and sun san- 
dals transformed into night-time gla- 
mour. Unlined shoes were shown 


against a setting of South-of-the-Bord- 
er rhythms, Typical of the new line 
was the use of many two-tone combina- 
tions. 
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Coordinate Leathers 


With Woolens 


New YorK—Color coordination of 
shoes and bags with leading ready-to- 
wear fabrics for fall was presented 
during the week of April Ist by the 
Ohio Leather Co. at its New York 
offices. Miss Doris V. Beechman, style 
authority for the company, presented 
the display which showed shoes and 
bags in the Ohio calfskins, smooth and 
grain surfaced, all coordinated with 
woolen fabrics from A. D. Juilliard. 

Miss Beechman emphasized promot- 
ing the grain surfaced leathers as 
“grained leathers made on genuine calf- 
skin” instead of calling them “imita- 
tions,” as is often done. The idea here 
is that women want calfskin in shoes 
and bags and, in this case, they are 
getting the genuine leather plus a va- 
riety of surfaces. She drew a parallel 
between this presentation of grain 
leathers and woolens where there is a 








Shoe Men in Florida 
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Ft. Myers, Fla.—Charies R. Simmons 
(left), president of the Simmons-Stanley 
Shoe Company, Iac., Winston-Salem, 
N. C., visiting at the Winter home of 
Terry H. Harper, right, Southern repre- 
sentative of Freeman Shoe Company, 
Beloit, Wis. 








variety of weaves, but the basis is al- 
ways genuine wool yarn. 

In the brown family of colors pre- 
sented at the display were: Town 
Brown, Amber Brown and Mink, which 
is Ohio’s own new color. A Fiesta 
Wine color was also presented. 





Joins Father’s Company 


Cuicaco — Raymond J. Hecht, Jr., 
has joined the staff of the Hecht Fix- 





RAYMOND J. HECHT, JR. 


ture Company, according to word re- 
ceived from his father. Mr. Hecht, 
Jr., represents the third generation of 
Hechts to enter the business, which 
was founded in 1892. He spent 3% 
years in the armed forces and prior 
to that attended the University of Chi- 
cago. 


Open Lunchroom 
For Employees 


Boston, Mass.—The Colonial Tan- 
nin g Company have recently opened 
a modern lunchroom for the conveni- 
ence of their employees at their home 
office in Boston. The room, refiecting 
the old Colonial atmosphere, has knotted 
pine paneling, Windsor and ladderback 
chairs with pine tables, and murals de- 
picting scenes of old Colonial times. 

The kitchen serves hot meals to em- 
ployees without charge. 
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WORK SHOES 





ALL LEATHER 
“HUNTER SIX" 


-WORK SHOES 


© Goodyear Welt Construction 

© Heavy grain leather innersole 

© Full leather midsole 

© "Pancord" no-mark outersole 

© Leather counter—Stock bellows tongue 
© Leather heelpocket and top facing 

© Plump prime elk uppers 

® Reinforced at all points of wear 


3” 














MEN'S SLIPPERS 


hte aii tl 


MEN'S ROMEO SLIPPERS | 


LEATHER SOLES 


Write ter tiger 
CONJOR SHOE CO. 
287 Broadway New York 7, N. Y. 








Buy Savings Bonds 
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Returns to Brown Shoe Co. 


Sr. Lovis—Brown Shoe Company 
announces the return to its sales staff 
of former Lt. Col. Ben Slomoff, recently 
discharged from military service. Mr. 


BEN SLOMOFF 


Slomoff will cover the Philadelphia, 
New Jersey, Eastern Pennsylvania and 
Delaware territory for the Roblee Di- 
vision. For many years prior to his 
enlistment in the Army Air Corps, Mr. 
Slomoff represented the United Men’s 
Division of Brown Shoe Company in 
Pennsylvania. 

Mr. Slomoff served with Headquar- 
ters of the Eastern Flying Training 
Command as Headquarters staff engi- 
neer, handling technical and adminis- 
trative work pertaining to all installa- 
tions of the Command in Texas, 
Florida, Alabama, Virginia, Georgia, 
Nevada and Ohio. He was twice offi- 
cially commended for his superior effi- 
ciency as an engineering specialist 
while in the Army Air Forces. 





Named Ad Director 


St. Lowls—Ray Hunalus has been ap- 


in the firm's stock department fifteen 
yeers ago, later was made assistant to 
the v end sales manager, 
and more recently was a sales repre- 
sentative. 
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GENUINE LEATHER BOWS 





All Colors Gold Embossed 
All Bows with Clips 
$1.25 Immediate one 
per - 
'% 10 gus tn 


Terms: 


PRINCETON NOVELTY CO. 
136 West Broadway New York 13, NW. Y. 
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CASUALS 


4 





MEN'S CALIFORNIA * 
PROCESS CASUAL 
Fine quality duck uppers with flex- 
ible cork platform and rw heavy 
“side finish for’ real 


+ wearl 
smooth 
ind enduring 





36 pr. coses sizes 6-11 
Terms net '0 days 
AT ONCE DELIVERY 


A. L. O°SHEA 
Hk 212 Essex St., Boston, Mass. * 

















Jack Goldman Moves Office 


Los ANGELES—The general sales of- 
fice of-~Jack Geldman,.factory repre- 
sentative of Della Pia Shoe & Slipper 
Mfg. Co., makers of wool sheepskin and 
leather slippers for men, women and 
children, with factory in Manistee, 
Mich., is now located at 219 West 7th 
Street, Los Angeles. 


Open Store on Coast 


UPLAND, CALIF.—Goodban’s Shoe 
Store is the firm name under which 
James E. Goodban and Harry B. Dier 
have published a certificate that they 
are conducting business at 241 North 
Second Avenue, Upland, Calif. 
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Perfection in dance shoes. Product of 
skilled workmen. All leather, nylon-sewed. 


Handmade throughout. 


ACRO-BALLET SANDALS 
Sueded glove —y fawn, black, white 


Style mumber (2) 


CLASSIC BALLET PUMPS in black, white kidskin 


Deluxe pleated-toe ballet pump 
Style number (10) 

Aere-ballet pr ctice pump 
Style numb r (6) 

Deluxe advanced full sole ballet pump 
Style number (11) 


Sizee—8 te 13, 1 to 9 . 


Terme—Net 30 





Your customers will ap 
comfort and good looks of these all leather sandals. 


Displaying in Room 707—Hotel New Yorker, N. Y. 
April 27 to May 2 


4 GERDA 


GERDA suse 


Another Member Of A Lively Family 


Child’s 
Sizes . . 6-11 


Terms: Net 10 Days F.O.B. N. Y. 
‘Minimum Order 18 pairs 


iate the casual 


COMPANY 


1S@ DUANE STREET - NEW VORK 13, 1% 





Named Vice-President 
of Children’s Firm 


New York.—Abraham Rosenberg, 
well knuwn merchant of children’s 
shoes, has joined The Yankee Shoe- 


ABRAHAM ROSENBERG 


makers of New Hampshire as vice- 
president directing sales. For the past 
eight years he has been merchandising 
counsel to Alexander’s Department 
Store, here. For 14 years prior to that, 
he was shoe buyer for R. H. Macy & 
Co. For two years he was advertising 
manager for The Broadway Depart- 
ment Store, Los Angeles. 

Mr. Rosenberg has been influential 
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in making the American public “fit” 
conscious, He introduced the Fitting 
Supervisor service at Macy’s. Posture 
analysis and platform fitting were in- 
troduced by him at Alexander’s. 

In line with future expansion plans 
of The Yankee Shoemakers, Fred Perl- 
berg, until now at the New York office, 
will make his headquarters at the new 
Los Angeles office, which he will direct. 


To Handle New Fabric Line 


Boston, Mass.—The “Crown” Tested 
Green Light Plan operated by Ameri- 
can Viscose Corp., whereby manufac- 
turers processing the firm’s rayon 
yarns and staple fabrics according to 
controlled specifications may obtain the 
“Crown” Tested label of certification, 
has been extended to embrace the field 
of shoe fabrics, according to Arthur 
Wachter, director of “Crown” Tested 
Plan. The Bristol Fabrics, Inc., Bos- 
tori, has been named a distributor of 
the footwear linings and upper mate- 
rials made from the American Viscose 
products under the operation of this 
program. The plan includes research 
in the most efficient methods of dyeing 
and finishing. 

M. P. Lash of Bristol Fabrics, Inc. 
says that the inclusion of Green Light 
shoe fabrics in the line insures that all 
fabrics delivered to the footwear in- 
dustry under this system will have met 
the most exacting tests. 


Receives Legion of 
Merit Award 


JEFFERSON BARRACKS, MO. — Major 
David W. Black, formerly of the Fried- 
man-Shelby branch of International Shoe 
Company, St. Louis, shown receiving the 
Legion of Merit from Colonel Malin 
Craig, Jr., at a@ ceremony here lest 
month. Major Black wes cited for “ren- 
dering invaluable service in the analysis 
and contro! of footwear procurement" 
while serving in the office of the Quar- 
termaster General. He entered the army 
in March, 1942, as a Ist Lieutenant. 
Major Black is a 1932 graduate of the 
Harvard Graduate School of Business 
Administration and a@ member of Phi 
Beta Kappa at Washington University, 
St. Louis. 
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SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 








SALESMEN WANTED 


for one of the largest Shoe Fac- 
tories Manufacturing Casuals 
and Slippers, California Proc- 
ess, for the States of North and 
South Carolina, maybe also for 
Tennessee. State in handwrit- 
ing territories covered; past ex- 
perience and present Line car- 
ried; references; age; family 
status and present residence. 
Send recent photo. Only expe- 
rienced men should apply. Out- 
standing opportunity. 

Address 13, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17, N. Y. 











OLD, ESTABLISHED FIRM HAS GOOD 
OPENINGS for livewire Shoe Men who 
have had five or more \years of shoe selling 
experience with reliable, line firms 
covering Oklahoma, Texas, ichigan, Dakotas, 
Ohio, Arkansas, Mississippi. Give 
full particulars in your application, previous 

length of service, yo; ~ sales, 
Age. Address #4 care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 





calling on Department Store Trade, 
to sell on commission for Men’s 
Slipper Manufacturer making three 
numbers of Men’s Hard Leather 
Sole House Slippers. Please state 
all qualifications and territory cov- 
ered in first letter. All territories 
open. 


Address ||, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











SALRSMEN WANTED BY PROGRESSIVE 

M, to carry Side Line of Men’s, Wo- 
men’s, and Children’s fast moving California 
Process Slippers, Playshoes, and Casuals. All 
territories open; 5% commission basis, pay- 
ments one week after shipment. Commissions 
paid on reorders. Wonderful opportunity to 
work with cooperative firm. Write giving full 
particulars. Address #18. care Boot & Shoe 
et. 100 East 42nd Street, New York 17, 





ROAD MEN WANTED FOR JOBBER’S 

LINE of Men’s, Women’s, and Children’s 
Play Shoes, Sandals and House Slippers. At- 
tractive merchandise; right prices; good de 
liveries. Address #26, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 
Ws Ws Ee 





LINE OF STADIUM BOOTS, Slippers, 

Girls’ Loafers, Sandals; Straight commission 
basis. State experience. Address #20, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





SIDE LINE SALESMAN WTD. 


Foot APPLIANCE MANUFACTURER 

wants side-line salesman calling on retail shoe 
and repair shops; a liberal commissions 
State territory desired. experience and refer- 
ences. VOSBURG FOOT APPLIANCE CO.. 
Austin, Texas. 


SIDELINE MEN 


to carry fast Line of better grade Slippers 
and Casuals in stock. Commission basis. All 
territories open. State experience and terri- 
tory covered, also lines you now carry. Ad- 
dress Box #12, Boot and Shoe Recorder, 122! 
Locust Street, St. Louis 3, Missouri. 

















For COMPLETE LINE OF CHILDREN’S 

HIGH GRADE STITCHDOWNS, only men 
who can do justice to this line need apply. 
All territories open. Excellent proposition on 
commission for men who qualify. Address #15, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





LINE WANTED 


ANUFACTURER’S LINE of Growing 

Girls’ and Children’s Shoes, Goodyear 
Welts or McKays for volume accounts on 
strictly commission basis. Address: Box #24, 
care Boot and Shoe Recorder, 10 High Street. 
Boston 10, Mass. 











WELL ESTABLISHED SALESMAN 


Southern States, would like to 
line up for now or later with 
LEADING MANUFACTURER of 
Men’s House Slippers, Casuals, 
etc., or Women’s. 3000 well rated 
accounts; present sales 750,000 
Dollars. Best references. 


Address 9, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








* WANTED FACTORY LINES 


Men's, Women's, Children’s Shoes, 4 sales- 
men in territory selling volume accounts; 
handle on case lot drop ship basis. Finan- 
cially able to finance accounts. Lines wanted 
that can ship shoes, not a line of samples. 


FRED McKAUGHAN 
323 Gerrison Ave., Fort Smith, Arkansas 











WANTED 
FOR FALL SELLING 


High Grade Line of Women's Style 
Shoes to retail from $12.95 to $16.95. 
Present lines carried: Saddle Masters, 
Gold Cross, Paradise, DeLiso Debs, Hill 
and Dale, Walkover, Rice O'Neill, Dick- 
erson. Department Store, central Penn- 
sylvania, doing a large yearly volume of 
business. 


Address 30, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











$15.00. 





WANTED 


New York Office for out of town Chain, Specialty and Depart- 
ment Stores wants to represent manufacturers of leather and 
rubber footwear for fall selling. 


WANTED 
Medium and High Grade Line of Women's Style Shoes, also 
Welt Line of Men's, Children's and Junior Debs from $5.00 to 


ADDRESS 10, CARE BOOT & SHOE RECORDER 
100 EAST 42nd STREET, NEW YORK 17, N. Y. 








if advertiser's 





CLASSIFIED ADVERTISING RATES 


ssified advertising is 10 cents @ word under any of our classified héadings. Minimum rate is $1.80 
eT Rumer Se CURE CESTESINS $0 SAY Of on? CEES, 1S words must be sdaee tor Cite and charges 
pig Rag Fa A hd fg FA 
ony LL I Sane aa ee a CHRNEY GPREY WER FOB? GERD. No accounts are opened for 


advertising except for 
The rate for all displayed or boxed in Gtanallled soverdicemente is $7.00 an Inch with a maximum of 46 woras per inch. 
onl Advertisements for this page must be in our New York Office 10 days preceding publication date. n 
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LINE WANTED 


ANUFACTURER’S LINE OF WOMEN’S 
SLIPPERS AND PLAY SHOES wanted 
by salesmen to sell to large Chain Stores and 
Mail Order Houses on strictly commission basis. 
Address: Box #23, care Boot and Shoe 
Recorder, 10 High Street, Boston 10, Mass. 








LINE OF MEN’S SLIPPERS AND CAS- 
UALS ted by sal to sell to Chain 
Stores and Mail Order Houses. Commission 
basis. Address: Box #22, care Boot and Shoe 
Recorder, 10 High Street, Boston 10, Mass. 








Two NEW YORK SALESMEN selling 
shoes, retail trade, 20 years’ experience, in- 
terested in line to represent Metropolitan New 
York and New Jersey. Best references. Ad- 
dress #29, care Boot & Shoe Recorder, 100 
East 42nd Street. New York, 17, N. Y 





POSITIONS WANTED 








SEASONED SHOE EXECUTIVE 


thoroughly experienced in Sales Man- 
agement and Promotion of Branded 
and Unbranded Shoes through De- 
partment and Chain Stores seeks con- 
nection with reliable manufacturer. 
Heavy background in production, pro- 
duction planning and control, pur- 
chasing, costs and budgets. Just 
released from important duties with 
Army Air Forces. Age 36: College 
graduate; excellent references. 
Address 996, care BOOT & SHOE RECORDER 
109 East 42nd Street, New York, N. Y. 











NERGETIC YOUNG MAN, EXCELLENT 

MERCHANT, SUPERVISOR AND AC 
COUNTANT, knows shoes from A to Z: seek- 
ing responsible position with highly progressive 
organization. College graduate; highest refer- 
ences. Will go anywhere if proposition is right. 
Address #17. care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





EX-CAPTAIN, CORPS OF ENGI- 
NEERS, AGE 36; Married; 10 
years’ retail Shoe experience, includ- 
ing Chain Store Manager in New 
York; 3 years Shoe Design, Pattern 
making, leather schooling, desires 
Factory or Merchandising position. 
Can invest up to $10,000 in going 
business. 


Address 6 care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











D!STRIcT MANAGER, VETERAN, AGE 

30, 11 years with nationally known higher 
grade Men’s and Women’s retail shoe con- 
cern; thoroughly experienced Managing and 
Supervising operation of large volume stores. 
Desire change of employment with progressive 
firm that affords opportunity for advancement. 
Excellent references. Address #16, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. ¥ 





HELP WANTED 





XPERIENCED SHOE SALESMAN wanted 
who can handle Better Grade Ladies’ Shoes 
for store in Connecticut, 40 miles from New 
York. Good paying, steady job for right per- 
son. Address #21, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 


April 15, 1946 
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WANTED TO PURCHASE 


WANTED TO PURCHASE 














TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Convert into cash—any quantity 
YOUR NAME PROTECTED ... WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN FINE SHOES POR 15 YEARS 


M. K. WEIL 
1215 Washington Avenue—St. Louis, Me. 


SHOE CO. 
Central 4898 








W ANTED TO BUY 


County Seat town preferred. Address: Box 
#27, care Boot and Shoe Recorder, 209 So. 
State Street, Chicago 4, Ill. 


FAMILY SHOE 
STORE In Ohio, Indiana or Michigan, 








SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 


95 Reade St., New York 13, N. Y 
FOREMOST SHOE BUYERS SINCE 1906 
COrtiandt 7-€378-9 





HOE STORE OR DEPARTMENT, <South 
ern West Virginia, Southern Ohio_or-Eastern 
Kentucky. Cash for good proposition. ‘Vddress 
#14, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y¥ 





WE WILL BUY FOR 
CASH 
RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 
CAMITTA SHOE COMPANY 
120 N. 4th St., Philadciphian, Pa. 
Phene Lombard 2062 














cipal. Address #973, care Boot Shoe 
Recorder, 100 East 42nd Street, New York 17, 
a Oe 


OE STORE IN GREATER NEW YORK, 
Cancellation Shop or Family Shoe; Prin- 








WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 


SHORT LEASES ASSUMED 
YOUR NAME AND BRAND 
PROTECTED 
IRVIN RUBIN, INC. 
“The House of Jobs” 

89 READE STREET 


New York City 
Phone BARCLAY 17-7887 











ANTED: RETAIL SHOE BUSINESS in 
Utah, Wyoming or Idaho; will consider 


partnership. World War 2 Veteran; 10 years’ | 
retail experience in | 
KENNETH BAXTER, 218 Shipyard Acres, | 
Napa, California. | 


family shoes. Write: 





98 DUANE ST. 





CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 
NEW YORK 7, N. Y. 
Telephone WOrth 2-2515 








dress: Box #19, care Boot and Shoe Recorder, 
1221 Locust St., St. Louis 3, Mo. 


ILL PURCHASE SHOE STORE in St. 
Louis or suburb. Private party. Cash. Ad 








BARIS BUYS 


Quality Shoes for Men, 
Wemen and Children 


FOR CASH. 
BARIS SHOE CO., Inc. 
Worth 2-5180- 


‘ 
79-81 Reade St., New York 7, N. Y. 











Want TO BUY SHOE STORE OR GEN 


ERAL STORE in town of 5,000 and up in 


the following states: North Carolina, South 
Carolina, and Georgia. All replies confidential. 
Address #28, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y 






WE BUY 


SHOE STORES 


FOR CASH 
BARSH & CEASAR 


4ta S$? P 












BUSINESS OPPORTUNITY 


HAYE YOU_ CONNECTIONS to obtain 
Leather for manufactyre of Men’s Leather 
Slippers? Interesting proposition. Address 
#25, care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y¥ 








FOR SALE 








GENUINE MEXICAN HUARACHES 


A-1 Grade 
36 pair to Case—$1.85 net 


TROPICAL SHOE COMPANY 
1215 N. E. Second Avenue 
Miami, Florida 


HUARACHES 


Guadalajara Women's 
3/8 whole sizes, $1.65 
Child's 

10/2 whole sizes, 1.35 
Oaxaca (steerhide) 
3/8% sizes 2.25 


36 pairs to case 
PROMPT DELIVERY 
RIO GRANDE 
IMPORTING COMPANY 
Brownsville, Texas 


























MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 





FIT COMES FIRST 


with the original 
SHOE DOCTOR SHRINKERS 


$45.00 


Curved type fron 
Special combination offer $32.50 (fluids 
included in above prices). 


Send your order or write for detail information. 


E. C. SMELTZER CO. 


121 EB. Gist Street, Indianapolis, Ind. 








Iitats AND Nl (1s 


NEWSPAPER, ADVERTISING 


—if you advertise in newspapers 

write today for free samples of 

1. Sterling Shoe Mat Service 
A quarterly matrix service of carefully 
written copy, photographs and beauti- 
ful art work for direct mail and news- 
paper advertising. 


Vincent Edwards Idea Clip- 
i foe 


VINCENT EDWARDS & CO 
World's largest service 
: odvertising 


342 Madison Avenue, New York City 














Opens West Coast Office 


Los ANGELES, CAL.—Jack Tate has 
announced the opening of a West Coast 
office and sales room of the Johnston 
and Murphy Shoe Company. The an- 
nouncement was made via a printed 
fo'der bearing three pictures of the 
new offices. Mr. Tate will be in charge. 


146 











To display, arch 
and play nded 
Shoes. Always re- 
mains in upright 
position. Made of 
steel with Alumi- 


num or Brown 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 











Vitality Holds Sales 
Conference 


St. Louis—Vitality Shoe Company 
held its semi-annual sales conference 
and style show at headquarters re- 
cently attended by the company’s road 
men as well as a sizeable group of vis- 
iting buyers. The conference meetings 
were under the direction of C. L. Hein, 
general manager, while the runway 
showing of new Fall samples was su- 
pervised by C. B. Goodrich, Vitality 
stylist. 

All Vitality salesmen were guests at 
the International Shoe Company’s 
monthly Progress Club meeting, held 
at the Hotel Jefferson. A number of 
the top officials of the company spoke 
briefly on the current conditions in this 
industry. 

“The outlook for increased produc- 
tion this coming season is dependent 
upon a hoped-for improvement in the 
material supply situation,” said Mr. 
Hein, and he stated further that it will 
be necessary to submit a reasonable 
amount of shoes to be specified in gab- 
ardine; in fact, about 20 per cent of 
the production from those factories 
making these types. : 

Consumer advertising plans for the 
coming season were discussed. The 
major women’s publications are on the 
list as usual, this program supported 
by dealer helps. 

The conference celebrated the return 
from the service of two of Vitality’s 
former road men, F. M. Keener, back 
from the Navy, and W. M. O’Bryen, 
captain in the Army Air Corps. 


Attend Course in 
Work Simplification 


Boston, Mass.—Thirty-three execu- 
tives of New England shoe manufac- 
turing companies have completed a 20- 
week course in Work Simplification 
sponsored by the New England Shoe 
and Leather Association and given at 
the Boston University College of Busi- 
ness Administration. Members of the 
class, representing 17 companies are: 

Frederic I. Barlow and Willis Curtis, 
Curtis Shoe Co.; Albert Brodeur, Mae 


Boisvert, Flora Emond, Alice Garceay 
and Jennie Michalak, H. H. Brown 
Shoe Co.; Richard L. David and John 
Drumgool, W. L. Douglas Shoe Co.; 
Philip Dine, Walter J. Murphy and 
Marshall Weiss, Plymouth Shoe Co.; 
John W. Field, Malcolm B. Douglas, 
John T. Heald, Edwin T. MacBride, 
Jr., William Salamon, Ernest Coose 
and Bernard J. Gillis, Stetson Shoe Co.; 
Melvin Holtz, Herbert Holtz Shoe Co.; 
Richard Kirsten, Lebon Shoe Co.; Jonas 
B. Klein, The Green Shoe Manufactur- 
ing Co.; Stephen D. Kniffen, Herma] 
Shoe Co.; Anne Lebowitz, Narjos Shoe 
Co.; Ralph Llewellyn and Arthur L. 
Monohan, E. T. Wright & Co., Inc.; 
Max Mayer, A. Sandler Co.; Doris E. 
Mullett and Prescott F. Ryerson, Lind 
Shoe Co.; John F. Quinn, Merrimack 
Shoe Mfg. Co.; George H. Rosen, 
George H. Rosen Shoe Mfg. Co.; A. 
Rusacow, Kent Shoe Corporation; and 
Herbert Seidenberg, Bourque Shoe Co. 


Visit Walk-Over Plant 


BROCKTON, Mass.—On their semi- 
annual buying trip to the Walk-Over 
plant at Campello last month were a 
number of managers of Walk-Over shoe 
stores. These men include: C. H. 
Fliessbach, general manager of the 
Walk-Over stores in Chicago; J. T. 
High, Cincinnati; W. H. Osborne, In- 
dianapolis; A. O. Daniels, Milwaukee; 
O. W. Swanson, Omaha; J. Lynn 
Knowles, Salt Lake City; R. G. Hall, 
Abilene, Texas; M. B. Terry, Corpus 
Christi, Texas; K. Fred Pitcher, De- 
troit; M. A. Daniels and M. S. Lary, 
Fort Worth; Harry Davis, New Or- 
leans; and R. D. Graffis, Oakland, Calif. 


Leaves Riviera Shoe Co. 


New York—Nicholas L. Wershing 
recently disposed of his interest and 
has wihdrawn from the Riviera Shoe 
Co., here. He is reported to have joined 
the P. R. Hottinger sales organization, 
with offices in the Marbridge Building. 


Joins La Marquise 

New York—Harrold Gessner, vice- 
president of La Marquise Footwear, 
Inc., has announced the addition of 
Ray Solis to the firm’s production staff. 
Mr. Solis worked for 19 years with the 
Brown Shoe Company, the last nine 
years of which were in the production 
department of the company’s Air-Step 
division in St. Louis. 


Fo Make Supplies for 
Manufacturers 


HANOVER, Pa—Reginald S. Pitts, 
for the past fourteen years president 
of the Hanover Heel & Innersole Com- 
pany, has formed the R. S. Pitts Manu- 
facturing Company, with factory and 
offices here. The new firm will serve 
shoe manufacturers with insoles, insole 
leather and other shoe parts. 


Boot and Shoe Recorder 





See eerie OOOOOOOO OO ss SB Bl MPF AOA OHA AS44466 / ~~ bet bet bet bebe beet eee he ee me ee ee ee ee eee 


CQ000 24 weer MMMM mt 


~ 







































































Bows, +" ek ob awecad OOks ahs 
= — Backing Corp. oo o2 3. 
wn Adrian, M a x Sons X-Ray Co.. 
ohn sar Magic ln to dvs nq sabes 
Ky. allied twear Co. .......-+++. 
0.5; Allied _ nas 4 bteéopderceren 

ultschu i Pt ois kenae ‘ 

nd ‘American Fixture & Mfg. Co........ 
Or} American Gentleman Shoes ........ 
as, American Hide & Leather Co. . 
d American Shoe Co. .. ...--+se.eees 1 
de, a Cork Company ys 
ose Giie BBG cc ccccccscss a 
0.5 
0.; Srvrr? i 
1as Saran 
Be ey =ImGtatries ...cciccsccessce 
nal Bloom-Ease Compa aes 
10e Bristol Manufacturing Corp. 
L Brust Footwear Co. ....... 

. Built-Up Heel Conference ....... 
c.5 
E Cambridge Rubber Co. ............ 9, 13 

. Camitta, Sam, & Sons ..... ees 
nd ( tta Shoe Company . 
ck walier Company ......... 

Clapp, Edwin, & Sons ............ 
en, i © 04, .o0e: ceaee’ 1 
A Colonial Tanning Co. ........ 

- Compo Shoe Miuchinery Corp. 
nd Conformal Footwear Company 41 
Xo. Conjor Shoe Co. -.-118, 120, 1 

2 Craddock-Terry Shoe Ga ccccss 42 

Darling, L. A., Co. ....... 
Darlington Fabrics Corp. . 

y Dewey & Almy Chemical Co. 

1l- . Douglas, W. L., Shoe Co. ..... : 
er Drew, Irving, Corporation iis pohivt 

a Bmerson Plastics Co. ............+:. 108 
oe Evans, John R., & Co. ..... Front dover 
H. ee me Rubber & Latex Products 
he Fleur-O-Lier Co... 2221". 

i. Foot Pleasure Shoe Co. ...... 
n- Gerberich-Payne wg! Ge. 66 seeSave 
e: Gerda Footwear Co., 

° ant oH 106, 119, 135, 143 
in Gilbert Shoe Company ....... 1 
ll Gits Molding Corp. ........ 

? Glamour > me eee oe 
us Goodrich, F., Rubber Co. ae 
e- Goodwill Shoe Co. i" pe haaeh ae 
s Goodyear Tire & Rubber Co. 

y; Green Shoe Mfg. Co. ...... 
r- Gro-Cord Rubber Co. ............ 
if. Hale, Alfred, Rubber Co. ..... oat 
Hecht Fixture Co. ................ 
Herbst Shoe Mfg. Co. ......... nad 
leywood Boot & Shoe Co. 
Hobby Footwear Co. ............. - 181 
Holland-Racine Shoes ........ 
ig mony woe Polish Co. ..... eee 
Hood Rubber Co., Inc. ........ ee 
id SE naps Ip arte: 
re Hubschman, E., & Sons, Inc. 
~d International Business Machines. .76, 77 
n Internatio al Footwear Co., Inc. ... 73 

, DTT; Gi. OM, odcckccavecsce 

B- Jackson, Dave .... ..... 1 
Jacobs, Fred, “shoes & Slipper Corp.. ° 
EE UN TO,» vc. 06s cvecice 
J. G. Furniture Co. ..... 12: bandit 
Joy Shoemakers, Inc. ........... 

Pe Kandel Shoe Company ............ 

r i ii. Oe. .6o be nbd ag 0% sé 

’ Keys Shoe Arch Co. ..........-. 
of oe eae Chased ceeds jae 
r. Kinney Bn GM; 00. ccccceses , 

oy 1. B.. Rubber Co... :. 2°! 
ie Knomark Mfz. Co. .......... ‘4 
e Krippe-dorf-Dittmann Co. ......... 
Krisch-Kline Shoe Co. ............ 
LaMarquise Footwear ............. 
P lerer Industries, Inc, ........... 
tt Ce aii. CR ghcakceccecée 
Lion Lug7age ak” < 06 Savane 14 
Lyons & Company. 120, 122, 128, 134, ito 
SO ee re 
ridge Building ......... 
Martin Fields Sho- AD SOR 
Meltzer Footwear Co. ..... Shaéstonees 
... 2 Raa 
5, Mohawk Carpet Mills ........ 
t Moulton. Bartlev, ‘nc. 
' Day’s Ideal Baby Shoe Co." 
New York Footwear Co. ........... 120 
a Nunn Bush Shoe Co. ........ -8rd Cover 
d O'Donnell Shoe Co. ...... ae a9 
e 7 Shoe  Comi THE 2.000. 
ay oe Company ..... nee 
e Orlick, Ben a EI OE 112 
O'Shea, A. %Y Bi cecee 124, 128, 136, 142 








April 15, 1946 





We've been aiding growing children with 


nieect Sony Balance , 


FOR BOYS ‘eT ron cins » «+ SINCE 1888 




































Cocvect “Body Balance” is not merely a Dr. Posner slogan. It’s an 
expression of the care and fidelity with which we've been building chil- 
dren’s quality health shoes for over 58 years! 


The Dr. Posner name on a child’s shoe gives it definite consumer 
acceptance. We've spent much more than a million dollars in national 
advertising to make the mothers of America conscious of these fine shoes. 


The Dr. Posner franchise for quality health shoes can be a bankable 
asset in your city. Let’s talk it over. 


DR. A. POSNER SHOES, INC. executive Omice: 137 Duane St., New York 13, N. ¥. 
Factories: Allentown, Pa. * New Oxford, Pa. Chicago Sales Office: Merchandise Mart, Room 1046 
Pacific Coast Sales Office: 63 First St., San Francisco + 824 So. Los Angeles St., Los Angeles 
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MEN’S EYELET COLORS ENAMEL FINISH 
FALL and WINTER 1946 OUR NUMBER 


Yankee Brown 302 
Indian Tan 300 
Tawny Tan 

Reddish 

Golden Tan 

Black 


= shoes and many others of 
similar design, now in volume pro- 
duction, are fitted with Aluminum 
Eyelets — blind and surface types. 
Shipments are made promptly on 


all standard sizes, colors, and types. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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